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Windstorm and Tornado Insurance 


By FREDERICK L. HoFrFMAN, LL.D. 


Consulting Statistician, Prudential Insurance Company of America 


Part X 
CYCLONES AND HURRICANES 


heavy loss of life and property damage are cyclones and 

hurricanes. It has been said by Mr. Dunn that “‘to under- 
stand cyclonic action we must study the characteristics of cyclones; 
which embrace the fall in pressure preceding the approach of the 
storm centers and the general distribution of pressure along their 
paths; the temperature, humidity, kind, amount, extent, velocity and 
direction of upper and lower clouds; the amount of rainfall; the 
path of greatest precipitation; direction and velocity of the wind; 
the progressive and rotary motion of the storm centers and the con- 
figuration of the land over which these storms pass.” 

It is only necessary to enumerate these elementary factors of 
cyclonic disturbances to emphasize the extreme complexity of the 
wind phenomena involved. The most important of these, however, 
for practical purposes are apparently the direction in which the 
storms move and the character of the movement. Once more quot- 
ing Dunn, “‘the movement of all storms in the United States is from 
west to east, but is diverted slightly towards the north by the rota- 
tion of the earth. There is only one exception to this movement, 
and this applies to hurricanes. Although the general movement is 
from west to east, storms are frequently diverted from their course 
by the configuration of the land over which they pass and by water 
ways which draw storms in their direction.” 

Many learned essays have been written on the laws of storms, 
but for all practical purposes these are of very limited importance 
in the consideration of problems of weather insurance. It is clearly 
recognized by those who have written on the subject that such storms 
move more rapidly in the United States than elsewhere, and that 
the velocity is about 25 miles an hour in summer and 35 miles in 


Nie to tornadoes the most important windstorms causing 





Of course, the more rapid the movement the more likely 
In cyclonic dis- 


winter. 
are the possibilities of serious property damage. 
turbances it is not so much the progressive movement as the rotary 
movement which creates the high and dangerous wind velocity. It 
would be quite impossible to condense within the limits of space a 
technical description of the various types of cyclones or their 
opposite anti-cyclones. The latter have characteristics directly 
opposed to the former, but how far one or the other type is more 
dangerous depends entirely on local weather conditions and the con- 
figuration of the area affected. While storms have an established 
tendency to follow certain routes, departures theréfrom are well 
marked features of individual storms which do not seem to admit of 
a precise definition. According to Dunn, “the number of well- 
defined cyclones or low-pressure storms which cross the United States 
average about eight in every month from May to August; nine from 
September to November, and also in April, while there were about 
eleven in February, March and December and twelve in January.” 
This, however, is merely a general statement which cannot be relied 
upon for precise purposes. 

Hurricanes differ from cyclones chiefly in the location of devel- 
opment, and as a general rule in a greater wind force which attends 
These storms are technically and inter- 
changeably called hurricanes in the West Indies, typhoons in the 
China Sea and cyclones in the United States. The terminology is 
The cause of hurricane formation is 


the movement of the latter. 


vague and often misleading. 
not fully understood, although they possess, according to Dunn, 


“the general features of low pressure of storms.’’ The “same 


authority holds that “it is the consensus of scientific opinion that, 
owing to regions of moisture and abnormal heat in which they form, 
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there is an onward and upward flow of warm, moist air to the place 
of greatest heat, which starts in a small way, gradually expanding 
and gathering force from its condensation of moisture until the upper 
winds carry the general column of ascending air beyond the region 
of calm, and a mighty storm is started on its way.” The season 
of West Indian hurricanes is generally from July to October, and 
August and September are apparently the months of greatest fre- 
quency, although such storms may occasionally occur throughout 
the year. 

The path of the hurricane is extremely long, sometimes extending 
as much as 1000 miles, while the diameter of hurricanic force may 
be from 500 to 1500 miles. The United States Weather Bureau 
has issued an instructive supplement, No. 24, on West Indian hur- 
ricanes and other tropical cyclones of the North Atlantic Ocean, 
illustrated by some very instructive maps and tabular matter of great 
value. 

The number of tropical storms over the North Atlantic Ocean for 
each year since 1887 is shown in the following table: 


Number OF TROPICAL Storms oF THE NortH ATLANTIC OceEan—1887-1923 


Year Number Year Number Year Number 
[LL ae 16 SIMON 2s bs se Bnav 6 Jo pee 8 
SEN os Soe cides 10 ere 10 | 5 eee 4 
[Se 8 | eee 4 io. ee ee 2 
1o) OSs 1 ND co eievessreecevn 8 BS ies tater avett 5 
ee 11 FC 9 ee 13 
SOB pwiaws.s 4 9 oO 3 7 Sere 2 
Lee 11 1906... < seco 9 LS) | re 4 
TO. chic wc 6 ee 4 ib: 4 
SR Dats aw'ae's 6 1908.......... 6 ODO. oieveccseais 4 
BBE eccnienuies 6 | 12 i 5 
OU eae 5 | 4 (a 5 
Le 7 io) 2 |: 2 nee one ae 5 
i ee 5 
MN cu taeestrm sera ue eee awe buichae Rey 239 


It is s!own by this table that during the first twelve years of the 


period there were ninety-six storms of the cyclonic type; during the 
second twelve years there were eighty; during the last thirteen years 
there were sixty-three. In the aggregate the experience at the end of 
1923 covers 239 storms, or about six per annum. 

West Indian hurricanes and other cyclones of the North Atlantic 
Ocean are classified by the Weather Bureau in three groups: (1) 
Storms of known hurricane intensity (with winds of at least sixty 
(2) Storms whose intensity is in doubt, 
(3) Storms known to 


miles an hour reported. 
because of an insufficient number of reports. 
be of less than hurricane intensity. 

The facts for 239 storms of this type are given in the tabulation 
below, showing their seasonal distribution during the last eight 
months of the year, thirty per cent occurring between May and 
August and seventy per cent between September and December: 


West Invian HurricaNes AND OTHER Tropical Storms oF THE NortH 
ATLANTIC OceEaAN—1887-1923 


No. Per Cent No. Per Cent 

0 Ee I a September ......... 78 33.0 
RENE tee ess. ie niere’s 16 7.0 RODRIGO aisvasiscscetacnw 7\ 30.0 
DA RSSSaa oes 17 7.0 November ......... 15 6.0 
SS Gee 39 16.0 December ......... Zz 1.0 
73 30.0 “166 70,0 

Storms of known hurricane intensity............:002++000- 122 51.0 
DRRBT leer Be aie an chinlea Sa wenisscass.éedaaeaenand 5/ 24.0 
60 25.0 


Not of hurricane: intensity:...<.0..00ccccss cscs reese senses 


239 
Of the 239 storms 5! per cent were of a known hurricane intensity of more 
than 60 miles. 
In amplification of the preceding table I have examined the in- 
dividual records of storms since 1887 and to the end of 1923, 





giving the known duration of the storms, varying from one day t 


thirty-six days. The results are given in the table below. 


DuraTIoN oF Storms—West INp1ies—NortH ATLANTIC OcEAN—1887-[923 


No. No. of No. No. of No. No. of 
of Days Storms of Days Storms of Days Storm; | 

| RRA ere ee Snares tries 12 te re 
7 LSE ace ea erste 13 HOt tececoey: 21 LO Ac canoer 3 
Se et eee 8 lis echo ase 13 7.) 2 
ON eee ae 19 Le caro 14 S| WR  Rrte re 2 
ieee cc. steueheseinees 20 [|e Race ators | 77. AMR ies aes | 
Gece 18 ena eer ere 12 2.5 eT Ee, | 
“aeetaaeheD 17 * ean see 6 RRC | 
Ber kacadven 23 | (Ae eres oe De Clann orec aera 

17 Soe ere hens 4 Unknown..... 5 
LEB: onsen: 122 9 to 17 98 18 to 36 18 


According to this table 122 storms, or 52 per cent of the whole enduring from 
one to eight days, were reported, while 98, or 4.3 per cent, were from nin 
o seventeen days. Only thirteen of the storms were of eighteen days’ duration 
or more, 

As regards the principal regions where tropical cyclones develop 
in the North Atlantic Ocean, it is said in Bulletin 24 that ‘‘cyclonic 
disturbances apparently do not develop within several degrees of th: 
Equator, because the force of the earth’s rotation cannot be effective 
In this study of 
tropical cyclones in the North Atlantic Ocean no evidence was found 
of any that originated south of 9 degrees north latitude. Other 
conditions being equal, the farther removed from the Equator a 
region is the more likely it is that a cyclonic storm will develop there, 
It is generally agreed by meteorologists that high temperature and 


in originating a vortex on or near the Equator.” 


high humidity are favorable to development and maintenance of a 
tropical cyclone. Both of these requirements are fully met in the 
doldrums, which is the region over the ocean between the system of 
northeast trade winds of the northern hemisphere and the southeas 
trade winds of the southern hemisphere. When the belt of the doldrums 
shifts sufficiently far to the north, the southeast trade winds chang: 
in their direction, due to the force of the earth’s rotation, and become 
southwest winds when more than about 5 degrees north of the 
Equator. Since the doldrums are near the Equator west of longitude 
30 degrees W., and do not occur at all in the eastern two-thirds of 
the Caribbean Sea, it is held that tropical cyclones rarely develop 
over the Atlantic west of longitude 30 degrees W., and never over 
tthe portion of the Caribbean Sea east of about longitude 78 degrees 
W. Inasmuch as the doldrums in the Atlantic Ocean are always 
north of the Equator, no hurricanes should be expected in the South 
Atlantic Ocean and none occur. 

Somewhat different considerations apply to the typhoons of the 
Far East. In a discussion of different types of storms by Mr. 
Coching Chu in December, 1924, in the issue of the Monthly 
Weather Review, it is said: “In most recent times all the Far 
Eastern countries have paid heavy tolls to these terrible scourges. 
During the Cantabria cyclone of September, 1905, hundreds of 
thousands of dollars’ worth of property was destroyed in Souther 
Luzon and in the Visayas, and more than 140 people were killed. 
In the typhoon of September, 1904, 4000 people were killed in 
Hue, the capital of Annam. A storm wave caused by the Shanghai 
cyclone of 1905 overwhelmed the island of Tsun-Ming off the coast 
of Shanghai, and several thousand persons were drowned. A great 
flood accompanying the typhoon of August, 1910, killed more than 
1200 people in Japan. More recently the Swatow typhoon of 
August, 1922, brought calamities to the region around Swatow, and 
more than 5000 persons were killed or drowned.”” Reference 13 
made to a typhoon by Algue, who describes a storm of this type 

(Concluded on page 25) 
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FIRE UNDERWRITING PROFITS AND 
LOSSES IN A DECADE 

N the tabulation presented in this issue 

are shown the respective underwriting 
profits or losses, the gains from invest- 
ments and the disposition made of the 
earnings during the past decade, of one 
hundred leading stock fire insurance com- 
panies operating in the United States. 
The figures presented cover the transac- 
tions of the companies during the ten 
years ending December 31, 1924, and 
show that the underwriting profit made in 
that period amounted to but sixty-four 
one-hundredths of one per cent. The 
underwriting profit aggregated $32,105,- 
728 upon an underwriting income earned 
of $5,006,760,693, the losses and expenses 
incurred having amounted to $4,974,654,- 
965. 

The investment earnings reached a 
total of $424,356,823, being derived 
largely from interest earnings upon in- 
vested funds. Thus there was a combined 
net income from both underwriting and 
investments of $456,462,551. Out of this 
sum there was paid as dividends to stock- 
holders and remittances to home offices 
of foreign companies the amount of 
$248,741,640, this sum being the net re- 
mainder after deducting contributions by 
tockholders, premiums on new stock 
isued and receipts from home offices of 
foreign companies. The excess of in- 
come was further depleted by increases in 
special reserves, etc., of $157,300, so that 


— 


Copyright, 1925, by The Spectator Company, New 
ork, 


the net gain in surplus for the one hun- 
dred companies listed, during the ten-year 
period, was $207,563,611. 

The net gain on underwriting of less 
than two-thirds of one per cent during the 
decade, is far below that recognized by 
the National Convention of Insurance 
Commissioners as being a fair return 
from the underwriting transactions of a 
company, namely 5 per cent. In this con- 
nection it should also be borne in mind 
that the commissioners, after due con- 
sideration and thorough investigation, 
determined that in addition to this per- 
missible profit of 5 per cent, there should 
also be retained 3 per cent of the under- 
writing income as a conflagration re- 
serve. Thus there is a shortage of over 
7 per cent in the profit actually ob- 
tained, during the ten years, by the one 
hundred millionaire companies tabulated, 
compared with the profit indicated as fair 
by the commissioners. 

In the computation of underwriting in- 
come earned, however, on the basis re- 
quired by the official statement blank, no 
consideration is given to two factors 
which some underwriters believe should 
be given consideration in the calculation 
of underwriting profits and losses. One 
of these is interest earnings on the un- 
earned premium reserve, the reason ad- 
vanced being that, but for the underwrit- 
ing operations, interest upon the invested 
portions of such reserve would not have 
been received, and, hence, such interest 
should go into underwriting earnings. 
Another factor which is not given recog- 
nition in the official formula is the amount 
included in the unearned premium fund 
representing the expense of placing the 
business upon the books, the reserve being 
calculated according to fractions of the 
gross premiums written, and not upon the 
net writings after deducting acquisition 
costs. 

From the results demonstrated in the 
table it is clear that the fire insurance com- 
panies have not derived adequate net 
earnings from their underwriting trans- 
actions, and that, had it not been for their 
investment earnings, they would have 
been unable to pay the dividends which 
they have paid, and which were obtained 
from their investment earnings ; nor could 

the substantial addition to surplus for the 
protection of policyholders have been 
made. Considering that the fire insurance 
business is an extra-hazardous one, in- 


5 





volving the chance of almost instan- 
taneous obliteration of the capital and sur- 
plus invested, it is manifest that during 
the past decade it has not yielded an ade- 
quate return to investors. 


In the table in this issue are pre- 
sented the amounts paid out by the re- 
spective companies in losses resulting 
from the conflagration in San Francisco 
in 1906. It will be observed that the 
total payments to San Francisco policy- 
holders by sixty-seven of the one hundred 
companies, which operated in that city, 
were Over $122,000,000, or about $9o,- 
000,000 more than the net underwriting 
earnings in the last ten years of the one 
hundred largest and most successful com- 
panies in the fire insurance business. An- 
other interesting feature is that of the one 
hundred companies tabulated, fifty-three 
show underwriting losses. There is no 
surety that a worse catastrophe than that 
at San Francisco in 1906 may not occur at 
any time. 

Fire insurance affords protection to 
every other type of business, and modern 
commerce could not be carried on without 
its beneficent assistance. Any thoughtful 
business man will concede this, and also 
that this bulwark of safety for general 
business should be adequately sustained 
by the insured. The people are aware of 
the liability of disaster, which is an in- 
herent and constant factor in the fire in- 
surance business, but are likely to soon 
forget suc’ huge payments for losses as 
that of over $150,000,000 at San Fran- 
cisco, and the vast service rendered by 
insurance in such cases, as well as follow- 
ing daily losses. Nevertheless, the fire 
insurance business is entitled to fair 
consideration by the people for the work 
it accomplishes as a stabilizer. The tabu- 
lation given shows that the fire insur- 
ance companies continue, year after year, 
to perform their useful function, even 
though, through a period of years, they 
derive no gain therefrom, and in times of 
public stress, as in the late war, they ex- 
hibit a high degree of patriotism and do 
much good work in the public service. 

Although, theoretically, a fire insurance 
company can only be expected to insure 
a risk as it finds it, it is nevertheless true 
that the fire insurance companies are 
annually expending huge sums in endeav- 
ors to secure a reduction in the fire losses. 
Work in favor of fire prevention and fire 
protection is of great advantage to the 
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individual and to the nation in its en- 
tirety, and every citizen should assist in 
minimizing the fire waste. 





RETAIN CHARLES EVANS HUGHES 


Will Present Illinois Tax Case Before U. S. 
Supreme Court 


Cuicaco, Iuv., July 13—That the fire in- 
surance tax cases in Illinois have assumed a 
hitherto unappreciated gravity was indicated 
by an announcement of C. J. Doyle, associate 
counsel for the National Board of Fire Un- 
derwriters, that Charles Evans Hughes, 
former United States Supreme Court Justice 
and Secretary of State, had been retained as 
chief counsel for the appeal tothe United 
States Supreme Court before which tribunal 
of final jurisdiction of the issues involving the 
additional payment of upwards of $30,000,000 
in back taxes will be submitted. 

This follows a recent opinion by Illinois 
Attorney General Carlstrom that pending the 
appeal to the Supreme Court of the United 
States Clifford Ireland, director of trade and 
commerce for the State, should relicense the 
foreign companies on the ground of public 
policy. In his opinion Mr. Carlstrom pointed 
out that it would gravely injure the credit 
structure of the State to fail to renew the 
licenses of the companies which carried ap- 
proximately 90 per cent of the insurance in 
Illinois. He forecast also that it would throw 
some thirty thousand agents who depended on 
insurance solicitation as a livelihood out of 
work. To appear before Attorney Carlstrom 
the companies not only had the legal firm of 
Bates, Hicks & Folonie and Mr. Doyle, but 
employed the services of United States Sen- 
ator Deneen of Illinois. The famous case of 
Hanover vs. Carr was carried to the Supreme 
Court of Illinois where a decision against the 
companies was rendered on the ground that 
the taxes were that the 
companies should pay the retroactive charges. 
The allegation against the companies is that 
the tax is a privilege tax and should be assessed 
on a 100 per cent gross premium basis and 
not on a 50 per cent basis, such as is the tax- 
ation basis of personal property in the State 
of Illinois. 


constiutional and 


Indiana Has Low Per Capita Fire Loss 


INDIANAPOLIS, INp., July 11.—Indiana has 
one of the lowest per capita fire losses in the 
United States, due largely to the campaign of 
education waged by the State fire marshal’s 
office and the unrelenting warfare waged by 
State officials. With the nation’s per capita 
fire loss at $4.50, Indiana’s loss is but $2.93 
per capita. 

“The figure still is too high,” said Newman 
T. Miller, State fire marshal, “and must be 
cut to the absolute minimum. We hope to 
continue with our campaign for the total elimi- 
nation of preventable fires until the per capita 
rate is reduced to the lowest possible figure.” 


C. C. Dominge Celebrates Thirtieth 

Anniversary 

On July 15 last, Charles C. Dominge, assist- 
ant secretary of the Great American of New 
York, completed thirty years in the fire in- 
surance business. Mr. Dominge is widely 
known as a capable underwriter and a con- 
stant student of many phases of the business. 
Much serviceable information derived from his 
long and observant experience has been 
crystallized in the book entitled Fire Insurance 
Inspection and Underwriting, of which Mr. 
Dominge is co-author with W. O. Lincoln, and 
the third edition of which, published by The 
Spectator Company, contains over 1000 pages. 
Mr. Dominge has also gained reputation by ad- 
dressing various insurance organizations upon 


—— 


subjects connected with the fire 
business, and is a member of such organiza. 


tions as the National Fire Protection Associ. [ 
tion, the Examining Underwriters Association | 


and the Insurance Society of New York. His 
many friends wish him long continued success 
in his chosen avocation. 


J. M. Van Buren Appointed 


John M. Van Buren, American Eagle special 
agent for Connecticut and Western Massa. 
chusetts, | was Fidelity-Phenix 
Special Agent as of July 1, 1925, to cover 
Eastern New York. 

Mr. Van Buren came to the American 
Eagle from the Underwriters Association of 
New York State. 


appointed 








people to insure. 
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AN IMPOSSIBILITY 


If we could select with unerring skill 
the people and the date of their passing 
it would be an easy matter to go to 
them and to sell to the limit. But we 
cannot, so the next thing is to spread 
ample protection over everyone we 


can influence to sign up. 


You will, therefore, see that you have 
a big duty to perform. You must talk 
protection and teach thrift constantly 
through life insurance. Don’t waste a 
single call. Call with a purpose. Talk 


with an object in view—to get the 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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CHRYSLER INSURANCE UP 


New York and Viriginia Departments 
Have Hearings 


ILLEGAL IN CALIFORNIA AND N. Y. 


Plan Meeting With Considerable Opposi- 
tion—Michigan Department Has 
Approved Plan 


The Chrysler Motor Company’s plan to in- 
sure its cars at purchase by means of 
certificates on a master policy issued by the 
Palmetto Fire Insurance Company, continues 
to arouse great interest in many quarters. The 
matter is being taken up by Commissioners 
and Superintendents of Insurance of the vari- 
ous States as it comes to their attention. Last 
week hearings were held in New York and 
Virginia, while trouble is brewing in numer- 
ous other States. Commissioner Charles R. 
Detrick, of California, has notified Chrysler 
dealers in that State that the plan is contrary 
to California law and could not be tolerated. 
At the Virginia hearing it was declared that 
there was no intention of violating the law and 
the Richmond dealer promised to confer with 
his principals at once. 

The hearing at New York was attended by 
representatives of the Chrysler Company, the 
Palmetto Fire (by Hartwell Cabell); Alex- 
ander & Alexander, of Baltimore, brokers in 
the case; National Automobile Underwriters 
Conference; and the Eastern Automobile Un- 
Conference. The insurance com- 
pany argued that the case was outside the 
jurisdiction of Superintendent James A. Beha, 
because of the fact that the master policy was 
executed in Detroit and the certificates are to 
be mailed from there. 


derwriters 


DEVELOPED 

The rating question developed a controversy 
between Mr. Beha and Mr. Cabell, the former 
asserting that a flat rate for all sections of the 
country is unsound while the latter held that 
fleet rates must necessarily be flat and that 
furthermore there operates under the plan a 
selection justifying it; that is, the cars insured 
are all new and covered for one year only. 


CONTROVERSY 


The actual rate was not disclosed but was 
The 
insurance is non-cancellable but is transferable 
for a fee of $1.50, although Mr. Beha was un- 
able to discover to whom this money goes. 

It was brought out that the Palmetto is 
Negotiating for reinsurance but that no treaty 
has heen definitely concluded. It was said that 
the company hopes to put out about 120,000 
cars during the year. 

The vice-president of the Chrysler Company 
asserted that the matter was arranged in order 
to prevent mulcting by financing companies. 

The Palmetto Fire is capitalized at $400,000. 
It has assets of $714,604 and a net surplus of 
$220,404. It operates in the following States: 


said to be between $10.73 and $18.50. 


Alabama, Florida, Georgia, Florida, Illinois, 
Louisiana, Maryland, Massachusetts, Michi- 
gan, Mississippi, New York, North Carolina, 


Ohio, Pennsylvania, South Carolina, Texas, 
Virginia, West Virigina. 

The interest in ‘and the possibilities of this 
plan, if taken up by other concerns, are indica- 
ted by the magnitude which has been attained by 
the automobile insurance business in this coun- 
try as shown by the fact that the premiums 
written by fire and marine insurance companies 
upon motor vehicle risks, in 1924, exhibited in 
Distribution by States of Fire Insurance in 
the United States, just issued by The Spectator 
Company, amounted to $113,483,834, while the 
losses exceeded $50,000,000, the loss ratio hav- 
ing been a little over 44 per cent. In Canada 
the premiums last year were nearly $6,000,000, 
with losses exceeding $2,704,000. 

Commissioner Samuel W. McColluch, of 
Pennslyvania, has announced that he has noti- 
fied the Palmetto Fire that it is entered in 
Pennsylvania for reinsurance only and cannot 
write direct insurance on Chrysler cars in that 
State. 

In addition to the automobile risks written 
fire and marine companies, the pre- 
miums for automobile liability, property dam- 
age, collision and other risks, written by the 
casualty insurance companies, aggregated close 
to $190,000,000 last year, while their losses were 
approximately $95,000,000. 


by the 


VirGINIA’s ACTION 

RicHMoND, VaA., July the 
hearing held in the offices of the’ Bureau of 
Insurance last week, relative to the Chrysler 
Motor Corporation’s plan of issuing fire and 
theft insurance with each Chrysler and Max- 
well car sold through its dealers, Col. Joseph 
Button, Virginia Commissioner of Insurance, 
ter, S. C., which company issues the blanket 
policy of insurance, under which the Chrysler 
Motor Corporation is issuing individual insur- 
Col. Button called the com- 
pany’s attention to the infractions of the Vir- 
ginia laws, as set forth in a statement issued 
by his office to the insurance press last week. 

John B. Alsop, the local manager of the 
Chrysler Motor Corporation, was amazed when 


11.—Following 


ance certficates. 


he learned to what extent the corporation’s 
plan violated the Virginia laws. Mr. Alsop 
quite readily agreed not to push the plan in 
Both he and Col. 
municated with the Chrysler Motor Corpora- 
tion. 


Virginia. Button have com- 


Pian Approven IN MICHIGAN 

LAaNnstInc, Micu., July 13.—Plans of the 
Chrysler Motor Company, of Detroit, to in- 
sure all cars sold by them for fire and theft 
over a one-year period meet the approval of 
L. T. Hands, State Insurance Commissioner, 
as far as this State is concerned, according to 
a statement of the Commissioner to-day. <A 
hearing was accorded Chrysler officials last 
week by the insurance department to allow 
them to explain their scheme fully and after 
digesting the facts brought out at that time, 
Mr. Hands said he could not see in what way 
the plan could possibly conflict with the State 
insurance laws and he also hazarded the opin- 


(Continued on page 11) 
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DISTRIBUTION BY STATES 
OF FIRE INSURANCE 


New Issue of Valuable Reference 
Work Shows 1924 Transactions 





TOTAL PREMIUMS OVER $980,000,000 


Statistics of Stock and Mutual Companes, 
Lloyds and Reciprecals by Classes of 
Insurance Written Presented 


Distribution by States of Fire Insurance im 
the United States, for 1925, has been published 
by The Spectator Company. In this valuable 
and comprehensive reference book, the pre- 
miums and losses of the respective companies; 
in each State and territory, are given in five 
general divisions. The classifications of pre- 
miums and losses are: Fire insurance; motor 
vehicle; tornado insurance; hail insurance, and 
total business (all classes). The information 
given as to fire insurance and total business is 
further subdivided according to classes of com- 
panies as follows: Stock companies; mutual 
companies; Lloyds and inter-insurers. 

This annual work has established an un- 
equaled reputation during the past quarter of 
a century as an excellently arranged, con- 
venient and serviceable reference work for 
managing underwriters and general and special 
agents., It gives the net premiums received, 
and net losses incurred in 1924, for each com- 
pany, in each State, in each classification above 
mentioned, and the growth of the business and 
the number of companies conducting it have 
caused an increase of twenty-five pages in the 
size of the book this year, as compared with 
last, the premiums reported in detail aggregat- 
ing over $980,000,000. 

One important recapitulation table gives the 
total for each State, in 1924, of premiums and 
losses as follows: Stock companies, fire; stock 
companies, total business; mutual compames, 
fire; mutual companies, total business; Lloyds 
and inter-insurers, fire; Lloyds and inter-in- 
surers, total business; motor vehicle insurance; 
hail insurance, also 
grand totals for each of the respective groups. 

Another recapitulation table gives the total 
premiums and losses, with ratios, of the busi- 
ness in each State and Territory, respectively, 
and in Canada, for the years 1885, 1890, 1895, 
1900, 1905, I9IO, IQI5, 1920, 1923 and 1924, 
with totals by States for forty years, 1885 to 
1924 inclusive, and grand totals for the United 
States and Canada by years for each of the 
last forty with for that 
period. 

A great amount of labor and much expense 
are involved in the preparation of this excep- 
tionally useful book, which contains 382 pages, 
8 x 5 inches, and is handsomely and substan- 
tially bound in real leather. 

Distribution by States of Fire Insurance is 


tornado insurance; and 


years, aggregates 


of particular value to fire insurance company 
managers, department managers, special and 
State agents and prominent local agents, as it 
combines the business for the whole country 
in one book. Very few State reports have as 








Fire Insurance 








yet been issued, and it is impossible to obtain 
all the information given in this book from 
State reports at any time. In order to secure 
the required data the publishers were obliged 
to communicate with individual companies, and 
also with the various State insurance depart- 
ments, and carefully collate the matter received 
from the different official sources. The com- 
pleteness and early issuance of this book ren- 
der it of invaluable service to its subscribers. 
Special agents can carry it in their grips most 
conveniently, as it is only 8 x 5 inches, and 
is bound in a flexible leather cover. It sells 
at $20.00 per copy with discounts for twenty- 
five copies or more. 





RAISE QUAKE RATES 
Pacific Board Makes Substantial Increases 
in California and Montana 

Los AncELEs, CAL., July 13—The board of 
fire underwriters of the Pacific to-day put 
into effect new earthquake rates for all of Cal- 
ifornia and Montana. The new rates are: for 
Class A and Class B structures (meaning 
thereby buildings of steel frame, fireproof con- 
struction and of reinforced concrete fireproof 
construction), 25 cents; frame buildings of 
good construction not exceeding three stories 
in eight or of more than four thousand square 
feet floor area, 35 cents; all other buildings, 
whether B, C or D class, according to tariff, 
40 cents. 

Reduction of 7% per cent from the fore- 
going rates to be allowed for with 80 per cent 
clause in lieu of the 70 per cent reduced rate 
average clause or an 18 per cent reduction for 
the use of a 90 per cent reduced rate average 
clause. 

The new rates are an increase of approxi- 
mately two-thirds for the class of buildings 
mentioned for Class A and B, approximately 
30 per cent increase for those of frame con- 
struction, an increase of 90 per cent for those 
remaining. 

Under the new rates the 70 per cent clause 
is made obligatory, while under the old rates 
it was optional. Under the old rates credits 


were allowed for the 50 and 60 per cent clauses 
but these are eliminated under the new rates. 
Underwriters have felt the need for rate re- 
vision on the Coast for a long time, but the 
present increases are the first step in what they 
consider the right direction. 


Head Office: 709 Sixth Avenue, New York 
Losses paid since organization over 62 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


THE WASHINGTON ELM 


The Elm stood in Cambridge opposite the Green, in the shadow of Harvard College. It 
was an ancient and decrepit fraction of a tree; it was like an old veteran telling stories of old 


wais, 


The story which this veteran had to tell was worth hearing, for it was under the Elm that 
George Washington stood on July 3, 1775, and took command of the forces which had just 


passed through the fire of Bunker Hill. 


Washington was armed with a commission signed in the bold hand of John Hancock, 
President of the Continental Congress, It appointed him to be “‘General and Commander-in- 


Chief of the Army of the United Colonies.” 


A few months ago the Elm, by then a dead husk kept standing only through constant 
care, fell to the ground before a gale; it died a second time, and this time forever. On July 3, 
Calvin Coolidge, our thirtieth President, was present at ceremonies which put a final and fitting 
period to the story of the tree and commemorated its connection with the life of our First 


President. 


But Washington’s original commission* still exists and can be seen in the Library of Con- 


gress at Washington. 


*Through the courtesy of the Librarian 
Congress the John Hancock has obtained 


photographic reproduction of this commission 
and will be glad to supply copies to historical 


societies, libraries and schools. 


S. Y. Tupper Becomes Southern Manager 
of Queen 

Samuel Y. Tupper, son of the late S. Y. 
Tupper, who died May 28, has been appointed 
manager of the Southern department of the 
Queen Insurance Company of America at 
Atlanta, succeeding his father. Incidental 
with the selection of Mr. Tupper, announce- 
ment is made of the appointments of assistant 
managers R. E. Cliett and George W. Gantt 
and Agency Secretary John A. Tischer, all of 
whom will have headquarters at Atlanta. 

The appointment of Mr. Tupper is of partic- 
ular interest on account of the prominence of 
his father and also for the high position Man- 
ager Tupper enjoys in the fire insurance busi- 
ness in the South. Since the death of Frank 
D. Holland over a year ago, Mr. Tupper had 
served as senior assistant manager under the 
direction of his father and brings to his new 
office the experience gained through associa- 
tion with the late Mr.Tupper. The Southern 
department of the Queen at Atlanta includes 
the States of West Virginia, Virginia, the 
Carolinas, Georgia, Florida, Alabama, Ten- 
nessee, Kentucky, Mississippi, Arkansas, Louis- 
iana and Texas. It is one of the most reput- 
able and prominent companies in the United 
States. 
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UNION COMPANIES WIN 
Kansas Suit Decided Against Bureau 


July 


14.—The Western 


Union insurance companies won the separa 


tion suit brought by the Bureau companies in 
the Kansas supreme court. 
supreme court 


in the case 


was 


The decision of the 


announced 


Saturday noon, after the case had been sub 
mitted only on the previous Wednesday. The 
court did not issue its regular opinion but wil 


do so 


later. 


It simply presented a memo 


randum order that the decision of the district 
court was affirmed and that the restraining 
order prohibiting the clearing of agencies or 
the attempt to enter clear agencies was dis 
solved. A few minutes before the decision was 
announced a messenger from O’Neill & Hamil 
ton, attorneys for the Bureau, had filed their 
reply brief in the case. 
This case was brought about a year ago by 
all the Bureau companies operating in Kansa 
against all the Union companies in the State 
The complaint charges that the Union com 
panies were in a trust agreement and tha 
their abrogation of the conference agreemett 
and united action in clearing all mixed aget- 
cies in the State amounted to a boycott against 
the Bureau and non-affiliated companies. 4 
temporary restraining order is in effect. 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES IN A DECADE OF 100 
MILLIONAIRE FIRE INSURANCE COMPANIES 


(Copyright, 1925, by The Spectator Company, New York) 





(See article on page 5) 





















Losses and Un- Increase (+) Increase(+) 2820 $g%o@ a7 Net Losses 
Underwriting _derwriting Underwriting Underwriting Net Earnings + Dividends or Decrease or Decrease & 3 5 = 33 £ Z 3 3 Incurred in 
Name AnD Location oF CoMPANY Income Jan. Expenses In- Profit Jan.1, Loss Jan.1, fromInvest- Incurred Jan. (—) in Special _ (—) in Net 5 33D wd 3m" wo San Fran- 
1, 1915, to curred Jan.1, 1915 to Jan. 1915, to Jan. ments Jan. 1, 1915, to Reserves, etc.. Surplus Jan. 1, 73 3.28 2 es g cisco Con- 
Jan. 1, 1925 1915, to Jan. 1, 1925 1, 1925 1, 1915, to. Jan.1,1925 Jan. 1,1915, 1915, to Jan. Ser ese Pp 3 =,2  flagration, 
1, 1925 Jan. 1, 1925 toJan.'1, 1925 1,195 @eg™aeo™ é 1906 
Twenty-nine Companies of New York State $ $ $ 3 bd $ $ $ % % 4 £ 
Agricultural, Watertown............--.... 34,169,802 34,518,161  ........ 348,359 3,258,359 2,252,500 +104,583 +552,917 §.... 1.02 232 868,848 
American Alliance, New York.............. 10,748,296 9,556,647 HAGEG: ccs 2,058,798 o>" ee +2,120,447 11.08 .... 334 256,537 
American Eagle, New York................ 18,521,200 18,436,122 SRO isceces 2,597,414 250,000 +24,898  -+2,407,594 5, Sen sum | kwageees 
i ee et eee ee 8,582,720 re 219,025 1,873,893 1,616,000 +48,870 —10,002 .... 2.55 186 275,000 
City of New York, New York.............. 12,657,108 13,93090F = ..cceess 573,799 1,341,512 171,960 —20,213 +615,966 .... 4.53 i) ee 
Commercial Union, New York............. 11,376,583 11,454,991 78,408 486,736 200,000 =i... $208,228 2... .69 305 115,186 
Commonwealth, New York................ 20,009,295 20,204,809 195,514 1,421,851 625,000 —14,751 +616,088  .... -98 360 13,610 
Continental, New York................... 142,919,103 138,499,273 4,419,830 sw... 28,106,608 25,300,000 +368,371  +6,858,067 3.09 .... 225 1,749,925 
Fidelity-Phenix, New York................ 118,944,854 117,022,150 1,922,704  ........ 18,677,608 7,924,983 —974,265 +13,639,594 1.62 One 228 a2,988,122 
Glens Falls, Glens Falls.................-. 50,111,538 50,796,368 684,830 4,063,773 2,070,000 +298,682 +1,010,261 .... 1.37 260 997,330 
Globe and Rutgers, New York............. 182,388,583 176,650,700 ISESER | kacecnxe 19,081,650 7,243,978  +1,396,098 +16,179,457 3.15 .... 586 875,561 
Great American, New York................ 154,234,248 153,729,787 Cn eee 19,060,941 13,370,000 +7,542  +6,187,860 pee 194 2,297,830 
Hamilton, New NORE... .cscccsececcvese es 7,442,009 6,766,219 GM beacoes 1,281,318 223,960 +500 +41,732,648 9.08  .... 592 MR oy 
Hanover Fire, New York.................. 36,208,634 36,246,220 ........ 37,586 2,942,120 1,600,000 +137,625  +1,166,909 .... .10 176 1,376,542 
MBP EW ONO so .6.cci5.c. sede siciesieseceesss 330,317,962 327,546,819 PHEUE ke cwcucs 29,070,869 23,310,000  —2,298,452 +10,830,465 a eee 266 2,248,904 
Imperial, New York...........00000.00008 7,624,118 7,327,586 2: 866,084 oe roe +1,064,616 3.89 .... 326 468,147 
International, New York............-..... 32,190,533 32,728,512 Ss... 537,979 2,441,100 880,000 —371,833  +1,304,954 .... 1.67 1...  — seccceee 
Mercantile, New York...............0.0.5 16,731,952  16,780;698 ........ 48,746 1,269,780 1,320,000 +2,673 —101,639 .29 510 11,250 
Merchants Fire, New York................ 20,786,112 20,587,177 WERE 9 vscecace 3,007,698 1,439,750 —12,668  +1,779,551 06") ai: C- ax 
National Liberty, New York............... 50,949,915 51,881,433 =... 931,518 4,928,535 2,759,815 +4,767 +1,232,435 .... 1.83 215 2,050,321 
Niagara Fire, New York.................. 70,168,973 70,271,821 ........ 102,848 6,925,243 4,217,675 —56,449 +2,661,1609 .... 14 247 2,150,000 
Northern, New York.......... en Geveetran. SS ae 5 oe 10,741 1,169,596 276,759 +2,099 +880,105  .... -09 pS cre ee 
North River, New York................... 45,159,699 46,723,604 ........ 1,563,914 5,856,941 1,595,090 +35,792  +2,662,235 .... 3.46 507 7,426 
PUM ONGW NOEK. ooo occcicccneseces conte . 15,770,255 15,362,301 pO? ee 1,360,717 596,000 +1,350 +1,171,321 2.59 ae 582 50,329 
en NOW ooh osc crccisinewsccves 78,806,884 74,828,639 SOTEMS lo cscave 5,438,401 7,575,000 47,258  +1,834,388 5.05 194 1,948,000 
Sie NewNGtles 06) dacces nanwanners 11,278,064 12,064,080 ......... 786,016 1,004,689 —387,000 +2,569 +603,104 6.97 Ceres 
Stuyvesant, New York........... ee iy) ) i 71 ae 442,466 872,811 67,000 —61,004 +424,349 3.17 336 156,000 
United States Fire, New York 64,122,641 66,752,734 —........... 2,630,093 8,371,923 1,833,750 +22,984 +3,885,096 4.10 208 153,931 
Westchester, New York..............0002% 61,971,846 63,581,383  ........ 1,709,537 4,008,901 975,000 —39,052  +1,363,416 2.76 219 952,242 
Forty-nine Companies of Other States 
Rabie MMR ss onesie ccc eciced Cosacieies 189,085,615 187,966,783 VA). <7 Se 14,526,614 11,450,000 +88,219  +4,107,227 SO® cds, 244 2,910,893 
Allemannia, Pittsburgh................+0+. 12,240,971 12,597,182  ........ 356,211 1,467,964 802,000 —1,474 +311,227  .... 2.91 Ue nota 
Alliance, Philadelphia................0+++ 21,111,819 20,450,308 CES eas. 2,199,639 1,186,250 —107,129 +1,782,028 3.13 .... 362 1,032,785 
American Auto, St. Louis.............0.05 25,554,162 25,616,142 ........ 61,980 943,596 —86,250 +1,500 +966,366 .... .24 972 Pena e 
American Central, St. Louis.............+. 32,062,291 33,109,219 ~—s............ 1,046,928 2,485,152 350,000 +79,659 +1,008,565 .... 3.27 254 1,610,803 
American, Newark..........00csecccccecess 74,396,863 74,908,954  ........ 512,091 6,182,667 4,890,160 —48,054 +828,470 .... .69 239 1,109,836 
Automobile, Hartford. .............000.0e5 91,330,072 92,969,222 ........ 1,639,150 2,746,500 —52,000 +15,621 +1,143,729 .... 1.80 ee: 
MENON ooo occ ye acc avorarsreinteiciathi eave 62,169,302 60,719,016 0 ne 4,952,327 3,640,000 —468,988  +3,231,601 2.33 .... 245 €24,260 
California, San Francisco...........++0+0++ 12,557,598 13,144,989  ........ 587,391 Oe 5 re +22,745 +313,167 .... 4.68 638 1,766,764 
MMMM MTR oo. soo weaeisla caine siene 33,953,076 34,740,162 Ss... 787,086 2,923,700 985,152 —65,059 +1,216,521 .... 2.82 292 365,000 
OO i a ee 2,904,408 2,811,214 ON re 1,142,333 575,000 +15,184 +645,393 3.21 .... errr’ : 
Concordia, Milwaukee.............2-0+00+ 21,440,296 22,038,432 598,136 1,784,456 638,988 +3,256 +544,076 .... 2.79 332 195,237 
Connecticut, Hartford............ .. 58,046,790 56,823,687 1,223,103 ........ 4,778,458 2,462,500 +159,437 +3,379,624 2.11 .... 180 2,378,428 
Detroit F. & M., Detroit........ . 10,279,374 10,361,122 81,748 1,215,390 1,051,000 +2,500 +80,142 .... .79 201 
Dubuque F. & M., Dubuque 12,796,572 12,826,277 29,705 1,658,671 | ee +668,966 .... 23 229 
Equitable F. & M., Providence............. 8,797,295 8,440,217 SAGs | Sa eaus 1,411,901 —75,500 438,822  +1,805,657 4.06 .... 509 
Welteal: Fettey CLES ooo. os 5 coe sc seissieovees 37,683,439 36,552,000 RGtae - Sore, 2,150,557 1,915,000 —320,830 +41,687,826 3.00 ....  .... 
Fire Association, Philadelphia.............. 70,977,134 70,886,564 90,570 aieay: 5,911,740 1,100,000 —14,202 +4,916,512 ea 158 1,835,930 
Firemans Fund, San Francisco............- 137,738,208 139,595,456  ........ 1,857,248 7,445,989 4,275,000 —332,027 +1,645,768 .... 1.35 256 11,100,000 
NNO NOWEEC: oo. 240s xonndcs ences 48,956,866 49,799,127 ........ 842,261 3,088,764 1,364,404 —9,052 +891,151 .... 1.72 ee 
First Reinsurance, Hartford............... 14,546,357 15,341,791 ........ 795,434 1,342,667 pL ae eee +259,7338 «ww. 0 5AT wwe wee - 
Franklin Fire, Philadelphia. ...........-... 20,270,510 18,925,041 Ee 2,365,239 1,350,000 43,516 +2,357,192 6.63 .... 170 1,325,882 
Girard F. & M., Philadelphia.............. 12,155,380 12,337,898 = ........ 182,518 1,295,601 450,000 —7,997 +671,080 .... 1.50 . 178 753,687 
Hartford, Hartford........... eRe ir ee 347,940,575 348,315,688 ........ 375,113 19,104,964 9,890,000 +419,122 +8,510,729 .... -10 298 6,766,937 
Insurance Co. of North Amer., Phila... .... .. 207,308,241 199,154,246 SISOS cecevece 14,133,346 8,990,000 +1,472,209 +11,825,132 iS eros 288 3,315,000 
Insurance Co. of State of Pa., Phila........ 24,468,233 25,068,342 ........ 600,109 2,306,709 450,000 +96,176 +1,160424 .... 2.45 103 332,208 
Mechanics, Philadelphia................. “ 8,247,581 7. SC ae 458,806 1,125,756 407,500 —384,986 +644,436 .... 5.56 | er re 
Mechanics & Traders, New Orleans......... 9,310,409 9,527,615  ........ 217,206 EOIRSTE keke “ane +808,766 .... 2.33 23200. wes 
Milwaukee Mechanics, Milwaukee.......... 31,862,763 31,513,244 Cs ee a 3,132,306 1,560,934 +112,675 +1,808,216 1.10 .... 218 1,405,010 
National-Ben Franklin, Pittsburgh......... 21,670,703 22,264,902 ~—.......... 594,199 2,008,398 oC en ere +134,199 .... 2.74 19 peccaues 
National Fire, Hartford. ..............-. .. 133,700,830 132,450,958 j 07 °c 9,237,147 3,097,832 +277,227  +7,111,960 @ 2m, 201 2,53,8246 
National Union, Pittsburgh ...........-... 42,597,752 44,025,078 ...... ; 1,427,326 3,176,536 723,725 —7,293 +41,032,778 .... 3.35 264 1,1810,97 
Newark Fire, Newark............0-eeeeeee 20,698,030 20,539,158 cy rere 1,392,346 790,021 +41,313 +719,884 i eee SH eee 
New Hampshire Fire, Manchester.......... 39,386,026 38,865,594 fC ey 3,502,381 2,377,500 —212,206  +1,857,519 1.32 .... 199 455,340 
New Jersey, Newark...........esesccesece 11,255,776 12,274,343 ........ 1,018,567 1,017,489 —152,500 +49,422 +102,000 .... -90 ME kine 
Northwestern National, Milwaukee......... 39,674,213 39,049,277 C24986 0 ckicccees 3,626,786 2,215,000 +550,206 +1,486,516 1.57 166 582,076 
Old Colony, Boston....... Ose arene 13,368,991 13,232,688 is) me 1,642,672 560,000 —592,088  +1,811,063 1.02 Co. reer 
WMO. os. oa cue cacenenesers 22,021,493 21,504,252 eT ee 1,869,676 1,100,000 +60,354 +1,226,563 2.35 198 1,679,000 
Pennsylvania, Philadelphia.......+....-++ 46,194,752 45,647,136 Ce ee 4,196,154 2,568,750 —40,533 = +2,215,553 1.18 144 2,950,000 
RMOCUR HEREELORE 05 sco osx ecseusicassoleoses 87,897,526 84,290,835 Cy 11,163,835 8,274,443 —176,553  +6,672,636 4,10 205 1,771,103 
Providence Washington, Providence........ 57,004,548 56,203,609 800,939 ........ 5,218,738 2,560,000 +176,096  +3,283,581 1.40 fe 182 794,244 
Rhode Island, Providence. .........s.ese+s 14,371,093 14,656,189 =... .. 285,046 1,067,699 544,500 +1,515 +236,539 = .... 1.98 TT eee ee 
SUNY, NOW HAVEN... .i.<.sccccicesesese 35,500,946 36,648,130 Salon aan 1,147,184 2,705,650 864,000 —19,612 +714,078 cn wae 235 417,194 
Springfield F. & M., Springfield. ........... 96,467,362 95,329,465 WIGESOG cccinece 7,552,244 4,765,000 —101,568  +4,026,709 1.18 “s 221 1,639,063 
St. Paul F. & M., St. Paul..........0.0-005 104,301,631 103,037,587 er? eee 7,211,828 5,616,000 +-430,928  +2,428,944 1.21 190 1,233,357 
Sterling, Indianapolis..........e.e.eseeees 8,092,512 8,578,614 576,102 1,022,587 425,000 —34,737 +56,222 .... 72 Wie 8 ssacede 
Superior Fire, Pittsburgh...........+.+06 .. 14,621,565 15,097,136 475,571 1,214,815 50,099 —67,994 Mme na ER cece, See i 
United Firemens, Philadelphia. . eens 5,679,186 6,162,294 Cee 483,108 743,457 —209,050 —103,876 +564,275 .... 85 129 311,552 
Virginia F. & M., Richmond.............- 10,561,944 10,178,215 2 rae 1,074,094 799,009 +121,718 +546,105 3.63 .... MG - ccuaues 
Twenty-two Foreign Companies 
ID cs sn ncdcu coon even ssi 30,239,036 31,414,336 eee des 1,175,300 1,853,771 —345,841 —6,438  +1,031,750 .... 3.89 218 1,721,387 
Caledonian, Edinburgh.........0.e.s0e00. 21,186,949 21,005,566 TS) enero 1,172,162 587,469 +20,954 . +745,122 eee 184 2,477,481 
Commercial Union, London................ 88,922,739 86,022,434 pT 4,288,630 3,962,135 +32,158  +3,194,642 3.26 .... 134 2,469,525 
liverpool & London & Globe, Liverpool... . 112,212,394 109,757,298 2,455,006 =. neocons 6,040,265 7,666,695 +192,891 +635,775 2.19 .... 137 4,522,905 
london and Lancashire, London..........- 33,229,064 30,901,652 SERS. kacacuss 2,609,966 2,516,915 +35,528  +2,384935 7.00 .... 138 7,274,000 
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Hotel insurance is 
desirable business 


Yet are you able to offer any special service 
that would make a large hotel place its insur- 
ance business with you? 

The Hartford agent can offer to a hotel owner 
not only his own services and Hartford pro- 
tection, but also the carefully organized and 
nationally advertised Hartford Fire Prevention 
Service. Let us show you how this service can 
be used to get business. This is one of the 
things that make a Hartford connection of 
ever increasing value to live local agents. 


HARTFORD FIRE 


INSURANCE ping oral 
Hartford, Conn. 


The Hartford Fire Insurance Company and 

the Hartford Accident and Indemnity Com- 

pany write practically every form of insur- 
ance except life 








Concord 


—— 
—<—<<<— 


What Do You Sell? 


Service, Company, or Policy | 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If you 
agree that the actual contract itself is deserving 
of careful attention and comparison on the 
part of the agent, we invite you to consider 
seriously the United Life policy, ‘‘A Policy 
You Can Sell.’ 


Any natural death....ccccscccccce $5,000 
Any accidental death....ccccsecses 10,000 
Certain accidental deaths.......... 16,000 


Accident Benefits $50 per WEEK, 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











If there is an opportunity open in your town, 
our Vice-President, Mr. Eugene E. Reed, will 
tell you all about it. Writehim direct—and 





Thursday 





directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


[| Inquire! | 

















AUTOMOBILE INSURANCE 


By AMBROSE RYDER 
A NEW, COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally arranged book The Eastern 
Underwriter says it is “Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: ‘I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.’ 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance. 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Fire Insurance 


THE SPECTATOR 


UNDERWRITING AND INVESTMENT PROFITS AND LOSSES IN A DECADE OF 100 MILLIONAIRE FIRE INSURANCE COMPANIES. 
(Copyright, 1925, by The Spectator Company, New York) : 


July 16, 1925 


——— 
































: Losses and Un- Increase(+) Increase(+) pate igs g at Net Losses 

Underwriting derwriting Underwriting Underwriting Net Earnings tDividends or Decrease or Decrease 38 2 a 33 5 = a gen Incurred jin 

Name AND Location or CoMPANY Income Jan. Expenses In- Profit Jan.1, Loss Jan. 1, fromInvesi- Incurred Jan. (—) in Special (—)inNet So % 3 See a San Fran- 

1, 1915, to curred Jan.1, 1915 to Jan. 1915, to Jan. ments Jan. 1, 1915, to Reserves, etc,. Surplus Jan. 1, "4.43 PF tes 2 ER g cisco Con- 

Jan. 1, 1925 1915, to Jan. 1, 1925 1, 1925 1,1915,to Jan. 1, 1925 Jan. 1,1915, 1915, toJan. SD » Sep 2 3 373 flagration, 

1, 1925 Jan. 1, 1925 toJan.1,1925 1,195 Se -aeEgsas 1906 + 
ganar Companies of New York State $ $ $ $ $ $ $ % Go, $ 
Twenty-nine Co’ New State f $ g Q l, Z, Z 

London, London......... he Masta gavRiare seine 40,934,112 39,063,528 1,870,584 2,740,538 3,174,061 —70,509  +1,507,570 4.57 a 173 4,667,831 
North Britisn and Mercantile, London...... 66,860,384 64,073,064 2,787,320 4,048,133 4,588,162 +26,190  +2,221,101 4.17 158 3,683,259 
Meteens Panini o<. oa cccom eaves eee nie 47,255,696 47,023,925 231,771 2,959,397 2,906,338 +202,600 +82,230 .49 188 2,413,755 
Norwich Union, Norwich.................. 33,685,423 34,151,746 ........ 1,804,318 282,098 +12,756 +1,043,141 ..7.  °1.38 Pt 
UREN EOUNOM oc 'os's cccaarnd anaa ve cleractis 27,190,633 27,108,582 82,051 1,645,554 969,249 —26,954 +785,310 30 155 1,943,717 
RUA E DAMME oct cx srcictanesieee kena nee 37,053,506 35,856,484 BIGKGED © one 2,088,371 1,937,873 435,675 +1,311,845. 3.23 .... 183 2,518,803 
HIS RIPE DOO ooo es v.55 aieesianse oSesciave 120,711,253 117,228,239 SASROI on. 6,481,407 7,345,108 —70310 +2,689,623 2.89 .... 181 1,595,179 
Royal Exchange, London................. 28,495,169 28,600,953 105,784 1,620,089 496,614 —42,077. +41,059,768 .... 1 155 2,968,637 
Scottish Union & National, Edinburgh...... 34,464,923 33,453,246 WOMGI 2255. ac 3,245,037 3,765,461 —11,679 +502,982 - ‘2.938 .... 175 1,046,657 
PRMNEONMUME cc staisse vistas. ecsscio vi mniesloid weiss 35,967,992 35,655,431 Cyd) ns 2,404,132 2,059,866 +1,750 +-655,077 ae 3 150 1,692,832 
SY AU eae 21,185,244 92,216,490 _—............. 1,031,246 1,448,644 —96,985 +80 +514,303 CS. | err ee 
Wakios Made Bis LOMIQ: 565 cis cc cviewias coe ns 14,780,920 14,999575 ........ 218,655 1,672,312 —2,411,775 —17,270 +3,882,702 See 
Union and Phenix Esp., Madrid............ 27,365,955 ~~ 27,947,261 = ......... 581,306 1,453,471 801,387 —94,068 +164,846 2.12 C ) 
EAMG oo cece cecctaecenoens 13,255,400 13,877,913 ........ 622,513 854,436 291,078 +79,867 —139,022 4.70 ee 
Urbaing, Paris... 2... .00.0-scscerecscese 28,729,192 30,977,955 =... 2,248,763 1,949,679 —910,075 +57,525 +553,466 7.81 by 
Wes TOLONEO a conte woes -sacene cease 24,007,718 25,000,604 992,886 1,711,059 170,411 +57,510 +-490,252 4.14 163 1,740,770 
RM G25. cuca taaneianonasanve. 13,512,906 13,980,767 ~—s.......... 467,861 1,012,869 —525,584 +125  +1,070,467 3.46 GiGi ~ . caacguse 
Totals (100 Companies) 1915-1924.... 5,006,760,693 4,974,654,965 $32,105,728 =... 424,356,823  $248,741,640  $4+157,300 $+207,563,611 t+.64 122,196,186 


Figures are mainly compiled from reports to the New York Insurance Department, and includes marine business. Dividends are net after consideration of surplus funds paid in. Amounts in dividend column 
for foreign companies represent net remittances to or (—) receipts trom home offices. tNet. a Losses of Phenix of Brooklyn. ¢ Marine only. A Including losses of Home F. & M., and the Pacific Underwriters 














New York Underwriters Incorporating 

Following the announcement some months 
ago that the New York Underwriters Agency 
would incorporate its business as the New York 
Underwriters Insurance Company, publication 
of intention to do so under sections 110 and 150 
of the New York Insurance Law has been 
made. 

The names of the incorporators as given are: 
Charles E. Chase, R. M. Bissell, F. C. White, 
T. D. Richardson, R. M. Bennett, Alexander 
R. Stoddart, George W. Kear, Howard Hamp- 
ton, Curtis C. Wayland, William B. Cooley, 
Norris H. Moore, H. C. Klein, R. S. Stoddart. 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 1,000,000 


Surplus to Policy 
Holders....... 


Ronee... ees 


1,752,290 
4,543,938 











Chrysler Insurance Up 
(Concluded from page 7) 


ion that the laws of other States would not 


present sufficient barriers to prevent the 


Chrysler Company from carrying out the 


scheme in its entirety. 


May ProsecuTE CHRYSLER AGENTS 
TorpeKA, Kan., July 13.—Kansas may begin 
the prosecution of the agents of the Chrysler 


KANSAS 


Motor Car Company for violations of the 
State insurance laws. William R. Baker, 


Superintendent of Insurance, has submitted to 
the attorney-general four specific violations of 
the insurance laws and has asked for a rul- 
g on the prosecution of the agents. It ap- 
pears impracticable to attempt to prosecute the 


il 


motor car company or the insurance company 
writing the fire and theft insurance for the 
Chrysler organization. 





Ordinarily the state would make a test case 
of the legal questions but neither the motor 
car company nor the insurance company took 
any steps to advise the State department of 
the proposal to furnish insurance with each 
motor car sale. So the insurance department 
proposes that if any action is: brought that it 
be brought against every agent who has sold 
a car and delivered a policy in the State since 
July 1. It will be easy to obtain this informa- 
tion as the owners of the cars must obtain 
State license from the Secretary of State. 


New York’s ACTION 

James A. Beha, Insurance Superintendent of 
New York, under date of July 14, issued a 
statement disapproving the Chrysler insurance 
plan, and saving it would violate the State in- 
surance law. His letter on the subject will be 
found in next week’s issue of THE SPECTATOR 
and will be fully presented. 
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THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 





a 
THE A 


LONDON& |; 


LANCASHIRE 
INSURANCE CO. ) 


LTD 


a 









New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 















poz ———- —EEe = —- 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
NEAL BASSETT, President JOHN KAY, Vice-President A. H. HASSINGER, Secretary WELLS T. BASSETT, Secretary 
JANUARY ist, 1925, STATEMENTS 
FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 
ASSETS LIABILITIES NET SURPLUS SURPLUS POLICYHOLDERS 

$15,123,531.91 $8,536,871.80 $3,586,660.11 $6,586,660.11 
THE —— FIRE AND MARINE INSURANCE CO., Organized 1853 

$5,474,032.20 $3,213,098.14 000 $1,260,934.06 $2,250,934.06 

Bester INSURANCE CO. OF PHILADELPHIA, Organized 1854 
$4,175,490.93 $2,575,127.95 $600,000 $1,000,362.98 $1,600,362.98 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., Organized 1866 
$5,252,813.31 $3,751,385.75 000 $501,427.56 $1,501,427.56 
HEAD OFFICES: NEWARK, N. J. PHILADELPHIA, PA. PITTSBURGH, PA. 
DEPARTMENT OFFICES 
Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 
General Agents for Southern Territory: 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston. 
= LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
asinie 
C. EB. Clarke, President J. R. Anthony, Jr. Secretery 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 




























A 100% Company for 100 Years 











Writing: FIRE 
and ALL Kindred Lines. 


















(reneral ccident 


FIRE AND LIFE 


a] ASSURANCE CORPORATION, li. 


en RICHA2DSON, United States Manages’ 


GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 














Great American 
Insurance Company 


am New Pork o 


Your Your 


Com C 
ied INCORPORATED - 1872 Seeaiias 


vena a 1, 1925 


$12, 500.000.00 


ccnnve FOR ALL OTHER LIABILITIES 


21, 335,962.19 


ET SURPLU 


1 4, 337, 235. 32 
48,176.197.5 1 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 
New York City 


WESTERN DEPARTMENT PACIFIG DEPARTMENT 
CG. R. STREET, Vice-President GEORGE H. TYSON, Gen’! Agent 
W. L. LERCH, Manager 210 Sansome Street 
310 S. Michigan Ave., Chicago, Ill. San Francisco, California 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 


NEW YORK—Wm. H. McGee & Go., General Agents, 15 William Street 
SAN FRANOISCO—George L. West, Manager, 220 S Street 
CHIGAGO—Wnm. H. McGee & Co., Gen’l Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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Fire Insurance 








FIRE INSURANCE TOPICS 


BOSTON AND VICINITY 
Agency Firm Takes in New Partners.— 
Irving S. Elliott, Clarence I. Horton, Frank 
W. Humphrey, Frederick J. Alley, Philip J. 
McKeon and Charles E. Stone have been ad- 
mitted to partnership in R. A. Boit & Co., one 
of the oldest and most enterprising agencies 
of Boston. The first four gentlemen have for 
some years been associated with the firm. 
Messrs. Stone and McKeon, formerly of the 
frm of Kollock, Rice & (Co. and Boston man- 
agers of the Scottish Union and National, be- 
came associated with R. A. Boit & Co. when 
that concern took over the Scottish Union and 
National. Mr. Elliott has been with Boit & 
Co. for more than thirty years, starting in as 
an office boy, and the other new partners have 
been associated with the firm for from six to 

sixteen years. 

Chelsea Investigation.—The Chelsea city 
council, following the report of Percy Bughee 
of the National Fire Protection Association 
that Chelsea was the most hazardous area in 
the country, is conducting an investigation, 
particularly of the “rag shop district.” 

Equity Fire Admitted.—The Equity Fire 
Insurance Company of Kansas City, Mo., has 
been admitted to Massachusetts to write fire 
and sprinkler leakage. Louis H. Peters, Pem- 
berton building, has been appointed Boston 
agent. 


NEW YORK SURVEYS 

Growing Technique.—A visitor to a com- 
munity which did not seem to have a large 
amount of business, either of the manufactur- 
ing or mercantile type, at last allowed his 
curiosity as to the manner in which the in- 
habitants made a living to lead him to ask 
how they did it. “Oh,” was the prompt reply, 
“by taking in each other’s washing.” The re- 
ply was witty, but underneath it lies a great 
truth dealing with the complexity of modern 
civilization. One might ask what bearing has 
this on New York surveys. Only to point out 
how more complex almost every step in the 
business tends to become. Everybody deplores 
it, but nobody seems ingenious or forceful 
enough to find a way to do things differently. 





A recent rating organization, for instance, 
found it necessary to file with the insurance 
department fairly close definitions of the use 
of the word “mercantile.” It took a fair-sized 
printed page to do this. This is the case 
which brought up the whole thought embraced 
in this passage. Modern civilization tends to 
complexity and the development of specializa- 
tion. This tendency affects the business of in- 
surance precisely as it affects every other busi- 
ness in the world. 

Branch Managers and Agency List.—The 
New York Fire Insurance Exchange has pub- 
lished on the date of July 10, 1925, two cir- 
culars giving a complete list of the branch 
managers and agents in the territory. While 
it is customary to publish this list annually, it 
is being followed with unusual interest at the 
present time. 

There is a tendency, wherever it can possibly 
be done under the rules, to appomt an agent 
for an individual company rather than for the 
group of companies that may be represented 
in a certain office. The effect of this is to in- 
crease the number of agents very decidedly. 
The general tendency to increase the number 
of agents in all parts of the country must have 
the effect of increasing to a certain extent, at 
least, the overhead cost of doing business. 


Richmond Exchange Officers Re-elected 


RicHMonpD, VA., July 11.—All of the execu- 
tive officers of the Richmond Fire Insurance 
Exchange were re-elected to serve another 
year at the Exchange’s annual meeting held 
yesterday. They are: TT. Garnett Tabb, 
president ; William T. Johnson, vice-president, 
and A. L. Richardson, secretary-treasurer. 
The board of directors comprises these offi- 
cers and George W. Warren, Herbert V. Race, 
Louis T. Hatke and Childrey Scott. 

The meeting held at the Richmond 
Yacht Club, followed by a_ supper 
served by the Virginia Fire and Marine. In 
addition to the reports of officers, 
Exchange’s activities 
Messrs. J. D. Lecky 
delivered addresses. 
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NEW ORLEANS CONDITIONS 


O’Hagerty Finds Cause for Much 
Trouble 








RATE CUTTING A FACTOR 





Relates Actual Incident As Proof of What 
Is Going On 


New Orteans, La., July to—In the play 
“A Woman of No Importance,” Oscar Wilde 
makes one of his characters say: 

“The only difference between a saint and a 
sinner is that every saint has a past and every 
sinner has a future.” 

The membership of the New Orleans In- 
surance Exchange includes both classes, though 
in what proportion it would be difficult, if not 
impossible to determine. 

I am inclined to believe that if it were fea- 
sible to secure an honest “show down” it would 
be found that the sinners are in the majority 
and it is safe to say that this majority will 
grow larger as the prosperity of the sinners 
increases. The development of this prosper- 
ity grows out of the unceasing mischievous 
activities of the sinners on the one hand and 
the rigid adherence to correct practices by 
the genuine saints on the other, and from the 
shadows cast one may easily foresee the events 
which are sure to come. 

Our insurance sinners, though they may 
have a future, exhibit little concern as to the 
nature of its expansion. They sin for the im- 
mediate benefit which the sin wili bring. 

To their credit it must be admitted that in 
their sinning they employ direct, bold 
aggressive methods “in the scorn of 
sequence.” 

On the other hand, our insurance saints, 
those who at times lapse from the virtues of 
orthodoxy (and they are growing more nume- 
rous day by day), though they have a past, give 
it little heed and in their sinning exercise care 
and circumspection, raise as little dust as 
possible, and when caught promptly urge the 
plea of self-defense. 

I commend to both 
poet’s warning: 


and 
con- 


saints and sinners the 


’Tis fearful building upon any sin; 
One mischief enter’d, brings another in: 
The second pulls a third, the third draws more, 


And they for all the rest set ope the door. 


(Continued on page 21) 
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CEDAR RAPIDS, IOWA 
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THE PLUS OF 

















NY REAL Service which increases 
A the value of each working hour is a 

decided asset to a life insurance coun- 
selor. Time is his capital whtch he invests 
in interviews. 


After long and careful study over a period 
of many years, we found that the “cost per 
call” of the life insurance agent was higher 
than that of representatives of other selling 
enterprises. Further study revealed that the 
extra cost was due to lack of knowledge on 
the part of the buyer as to what he might 
expect of life insurance and the life insurance 
counselor, 


Now, our men operate under more than 
a commission contract. They enjoy the 
advantages of a commission rate PLUS 
NATIONAL ADVERTISING—a 


NATIONAL ADVERTISING 


direct and open pathway toward successful 
interviews. Such advertising conserves the 
time of each man and makes his average 
interview worth more. In his own neigh- 
borhood, his prestige is materially increased. 


These facts tell you why we are running 
a strong, well-sustained story—in full page 
copy—in three great National Magazines, 
The Saturday Evening Post, The Literary 
Digest and The American Magazine. Read 
carefully and consider our message “No 
matter what the executor says—they are 
safe” which will appear in the Literary 
Digest of July 11 and the American Maga- 
zine for August. And National Advertising 
is only one plus of the seven which help 
our men to make sales. The others will be 
explained in detail at later dates. 


This advertisement is one of a series which tells about each plus or selling aid available to our representa- 
tives. The PLUS described above is the PLUS OF NATIONAL ADVERTISING. The others 
are Home Office Training —Sales Research Service— Direct-By-Mail Advertising — Selective Risk or 
Non- Medical Facilities — Our Home Budget Service—and our Salary Allotment Plan. 
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INTER=SOUTHERN LIFE 





Advices Show Trend of Difficulties 





STATEMENT BY PRESIDENT 





James R. Duffin Says Organization Is 
“Stronger Than Ever Before’’—Tele- 
gram from Kentucky Commis- 
sioner 
A new crisis in the affairs of the Inter- 
Southern Life Insurance Company of Louis- 
ville, Ky., was reached last week when Daniel 
W. Harris of Indiana, a stockholder, filed a 
petition in the United States Court at Louis- 
ville, asking for an order restraining the board 
of directors and Shelton M. Saufley, Insur- 
ance Commissioner of Kentucky, from taking 
any action in respect to the company’s affairs. 
The petition alleged that there was a con- 
spiracy on foot to remove James R. Duffin as 
president, and that Mr. Saufley was threaten- 
ing to order the company into receivership on 
the basis of an alleged illegal and unjust re- 
port on the company by Ernst & Ernst, who 
were retained by the Insurance Commissioner 
to audit the company. It also alleged that 
James M. Brown, chairman of the board of 
directors and the seven other directors recently 
appointed, hold their office illegally in not 

having been elected by the stockholders. 
In answer thereto, James Brown and seven- 
teen other directors deny all allegations. 


PRESIDENT JAMES R. Durrin MAKEs 
STATEMENT 

James R. Duffin, president of'the Inter-South- 
ern Life, was asked by Tue Spectator if he 
cared to make a statement, and in response 
sent the following wire: 

LovisvitLE, Ky., July 13.—The Inter-South- 
ern Life Insurance Company is in excellent 
financial condition and its capital and surplus 
is unimpared. The contest was made because 
it is a very valuable institution. The stock is 
selling readily at two for one, or two hun- 
dred cash. I am in control of an easy major- 
ity of the stock. The sound policies that have 
heretofore made it an unusually strong com- 
pany will be continued in the future as in the 
past. I am sorry that designing people brought 
on such an unnecessary conflict but the com- 
pany is stronger than ever before and I antici- 
pate no further trouble from any source. 

Mr. Harris is said to be acting for Presi- 
dent Duffin, who claims that his dismissal is 
sought. Coincident with this move, Mr. Duf- 
fin started another to organize a voting trust 
and has organized a protective committee of 
five to handle it. Letters have been sent to all 
stockholders asking them to enter the pool and 
claiming a liquidation value of $4.60 per 
share. Arrangements to take care of loans 
up to $1 per share through the Bankers Trust 
company of Louisville were made for persons 
who have pledged their stock as collateral. It 
has also become known that members of the 
committee have offered as much as $2 per 


share for the stock and the intimation is that 
they are backed by Robert W. Bingham, pub- 
lisher of the Louisville Courier-Journal and 





Louisville Times. James W. Brown, against 
whom the court action was taken, is publisher 
of the Louisville Herald and the Evening Post. 
The new directors, are proceeded 
against, were elected last January when the 
company was under fire and Mr. Duffin him- 
self was threatened with disbarment. They 
added stability enough to the company to en- 
able it to prevent any raid on its business. 


who 


CHRONICLE OF EvENTS TO DaTE 

LoutsvitteE, Ky., July 14—The legal status 
of the board of directors of the Inter-South- 
ern Life Insurance Company, against which 
body an injunction suit was filed last week by 
Daniel W. Harris of Greenforks, Ind., a stock- 
holder, will probably be determined to-morrow. 
Federal Judge Charles I. Dawson has had the 
petitions and briefs of both the plaintiff and 
the defendants under since last 
Thursday and intimated to-day that he would 
reach a decision by to-morrow, at 
which time the board is scheduled to hold its 
monthly meeting. 

Should Judge Dawson decide that the Fed- 
eral court has no jurisdiction to grant the tem- 
porary injunction to restrain the board from 
holding a meeting, the case will be transferred 
to the State courts. The question of jurisdic- 
tion was raised by Attorney Ben S. Washer 
of the counsel for the defense and also a mem- 
Mr. Washer filed briefs 
citing various’ that a 
minority stockholder cannot prevent the direc- 
tors of a corporation from holding a meeting 
and transacting business. The meeting of the 
board originally was scheduled for July 9; 
following the filing of the suit, however, Mr. 
Washer assured Judge Dawson that no effort 
to transact any business would be made until 
the status of the board was definitely deter- 
mined. At Mr. Washer’s suggestion, the 
board adjourned until to-morrow. 

Besides members of the board of directors, 
the petitioner also named Shelton M. Saufley, 
State Insurance Commissioner, as a defendant, 
alleging that he, as commissioner, allowed 
Ernst & Ernst, expert accountants of Cin- 
cinnati, to appoint six employees to examine 
the books and records of the company. The 
action, it was alleged, was illegal. 

Tt was further alleged that Mr. Saufley 
threatened to throw the company into the 
hands of a receiver, that the final report of the 
accountants is ready for submission to the board 
and_ that, enjoined, the 
and the board would make the 
and thus cause irreparable loss 


submission 


2 o'clock 


ber of the board. 


authorities to show 


of directors, unless 
commissioner 
report public 
and damage to the company and to each of the 
stockholders thereof. 

Immediately following the filing of the suit 
a committee of stockholders addressed a letter 
to all stockholders inviting them to deposit 
their stock in a pool “in order to protect the 
interests of all stockholders and to insure the 
continued growth of the company and a con- 
tinued increase in the value of the stock.” At 
the same time, President Duffin sent a letter to 
the stockholders announcing that he had de- 


15 





posited 38,000 shares in the pool and urged 


other stockholders to do the same. This com- 
mittee was composed of William M. Martin, 
W. B. Stanfield, Daniel W. Harris, James 
Depp, and G. M. Snellings. 

To prevent the formation of such a pool, 
the members of the board sent out a letter the 
following day asking the .stockholders to with- 
hold such action, as same “would mean not 
only the surrender for a period of five years 
of all your rights as a stockholder to have a 
voice in the management of the company, but 
would also greatly lessen the sales value of 
your stock.” 

The letter further stated certain statements 
as to the “alleged attempts on the part of any 
person or persons, other than those seeking to 
form the pool, to gain control of the affairs 
of the company, are without foundation and 
purposed merely to incite you to groundless 
fear as to the preservation of your property.” 


KENTUCKY COMMISSIONER SAyS EXAMINA- 
TION Report Has Not Been FItLep 

Asked for details regarding the examination 
report of the Inter-Southern Life, Insurance 
Commissioner S. M. Saufley of Kentucky, 
wired the following reply to THE SPECTATOR: 

FRANKFortT, Ky., July 14.—Report of exami- 
tion of the Inter-Southern has not yet been 
filed with me. All rumors are without founda- 
tion. 


NORTHERN LIFE, OF LONDON, ON- 
TARIO, IS REORGANIZED 
Control of Company Passes to London In- 
terests—C. R. Somerville Heads Board, 
Which Includes Leading London 
Business Men 


Ottowa, CAN., July 11—The Northern Life 
Assurance Company of Canada, reorganized 
with a strong and vigorous set of officers and 
directors, will remain in London. Some years 
ago the control of the company passed into the 
hands of Gardiner, Clarke & Company of To- 
ronto, and the company has returned to new 
but well-known financiers. -The board of 
directors now consists of men who have made 
outstanding: personal success and the progress 
of the company under their management is 
assured. 

The new officers and directors are as fol- 
lows: President, C. R. Somerville; vice- 


‘ president, R. G. Ivey; directors, Hon. Chas. 


S. Hyman, A. T. Little, Ray Lawson, J. E. 
McConnell, W. E. Robinson, Jas. Granger and 
John S. Moore. 

R. C. MacKnight continues as general man- 
ager under the new regime. Mr. MacKnight 
has done good service for the Northern Life, 
remaining at the helm during all its vicissi- 
tudes. He is a capable manager and popular 
with the agency force. He is to be congratu- 
lated on the present development, which holds 
out such bright prospects for the company’s 
future. The company and _ its «policyholders 
are to be congratulated on the strength of the 
new directorate and the high caliber of all 
those associated with the company. 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








RULES ON LIFE DIVIDENDS 


New York Superintendent Says They 
Must Be Computed and Distributed 
Annually 


James A. Beha, Superintendent of Insurance 
of New York, has promulgated the following 
ruling regarding the computation and distribu- 
tion of life insurance dividends: 


Referring to my circular letter of April 28, 
1925, and to the hearing granted to represen- 
tatives of life companies in the New York 
office of this department on May 15, 1925, I 
would advise that after giving the matter 
further careful consideration, I have decided to 
rule that Section 83, New York Insurance Law, 
which provides in part 

“that the proportion of the surplus accru- 

ing upon said policy shall be ascertained 

and distributed annually and not other- 
wise” 
prohibits the payment of extra dividends at 
regular intervals other than annually. 

The above ruling does not prohibit the pay- 
ment of extra dividends at irregular intervals 
from surplus which arises from sources or in 
a manner which could not properly be antici- 
pated when the annual dividend scale was 
established or last revised. 

It does not prohibit the payment of mortu- 
ary dividends which represent the proportion 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
‘1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. To-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 


Insurance Company 


Springfield, Massachusetts 
Organized 1851 














of the annual dividend accruing to any policy 
during the year in which death occurs. Such 
mortuary dividends may also include the pol- 
icy’s contribution to the contingency reserve. 

A number of companies have heretofore paid 
extra dividends at regular intervals other than 
annually in accordance with previous rulings 
of this department. Such companies will be 
permitted to continue this practice on old poli- 
cies, if they so desire. They will also be given 
a reasonable length of time to revise their divi- 
dend methods for future issues. Accordingly, 
the above ruling will apply to all policies issued 
after such reasonable period of time not later 
than January I, 1927. 

Please acknowledge receipt of this letter. If 
your company is now paying extra dividends 
on any policies, please advise promptly as soon 
as action is taken by your company to comply 
with the above ruling. 


FIND CANCER GERM 
Important Discovery Made in England— 
Success Achieved by John Edwin 
Barnard 
John Edwin Barnard, microscope expert in 
London, England, has succeeded in the discov- 
ery of the germ of cancer. So far the experi- 
ments have been confined to birds, rats and 
mice but more far-reaching analysis is ex- 
pected. Assisting Mr. Barnard were: Dr. Wil- 
liam E. Gye, assistant in the department of 
pathology in the National Institute of Medical 

Research, and F. R. A. Russell. 

The work, which yielded what promises to 
be one of the most important discoveries in 
medicine, has been carried on by the expendi- 
ture of government funds under the direction 
of Sir Walter Morley Fletcher, K. C. B., 
secretary of the Medical Research Council. It 
is possible that the discovery of the cancer 
organism will come to have a direct bearing 
on the mortality rate of American life insur- 
ance companies. 


Insurance Almanac Issued 

The Insurance Almanac and Encyclopedia, 
for 1925 has been issued by the Underwriter 
Printing and Publishing Company. The book 
contains lists of many insurance companies of 
all classes with their officers: underwriters’ 
organizations; biographical sketches; sum- 
maries of State laws; statistics showing stand- 
ing and business of principal insurance com- 
panies and lists of agents in important cities, 
together with other minor lists and tabulations. 


gf, 
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AMERICAN LIFE CONVENTION PLANs 


Program Approaching Completion—Num. | 


ber of Important Topics on Calendar 


Plans for the twentieth annual meeting of | 


the American Life Convention are rapidly ap 
proaching completion, according to an ap. 


nouncement just sent out by Thomas W. Black. 
burn, secretary and counsel. This meeting will | 


be held October 14, 15 and 16, at the Brown 
Hotel, Louisville, Ky., and will be immediately 
preceded (October 12 and 13) by a meeting 
of the legal section of the same organization, 

Members will be interested in knowing that 
in addition to welcome addresses, the president's 
address, the secretary’s report and an address 
by a leading business man of national distinc. 
tion, the following topics will be discussed by 
members of the convention: 

“How Much Life Insurance?” Charles VW. 
Gold, treasurer, Jefferson Standard Life Insur- 
ance Company, Greensboro, N. C. 

“Life Insurance Is Sentiment, Not Selfish. 
ness,” E. W. Randall, president, Minnesota 
Mutual Life Insurance Company, St. Pau, 
Minn. 

“The Young Companies’ New Problems” 
Ernest M. Blehl, actuary, Philadelphia Life 
Insurance Company, Philadelphia, Pa. 

“Character in Life Insurance Management” 
John C. Hill, president, Standard Life Insw- 
ance Company, Pitsburgh, Pa. 

“Importance and Necessity of Inspections,” 
John M. Laird, secretary, Connecticut General 
Life Insurance Company, Hartford, Conn. 

“Life Insurance Without Examination,” 
Franklin B. Mead, secretary and actuary, Lin- 
coln National Life Insurance Company, Fort 
Wayne, Ind. 

“Applying Business Principles to Agency 
Building,” Clarence E. Linz, first vice-presi- 
dent and treasurer, Southland Life Insurance 
Company, Dallas, Tex. 

“Investments,” Robert J. Merrill, vice-presi- 
dent, United Life and Accident Insurance 
Company, Concord, N. H. 


Richmond Life Underwriters Increases 
Dues 

RicHMonp, VA., July 13.—At the regular 
monthly meeting of the Richmond Association 
of Life Underwriters, held to-day, the Asso- 
ciation learned that the general agents’ end 
managers’ association was willing to increase 
the dues of general agents and managers to 
the Richmond Association to twenty-five dol- 
lars per annum. The general agents’ and man- 
agers’ association had not thought it wise to 
make any recommendation regarding the dues 
to be charged subagents and associate members. 
Several subagents were present, and expressed 
themselves as willing to have their dues in- 
creased to ten dollars per annum. 

However, it was not without considerable 
discussion that a vote was finally passed fix- 
ing the annual dues of members in the Ass0- 
ciation at twenty-five dollars for general agents 
and managers, ten dollars for subagents and 
five dollars for associate members. It was 
then discovered that the increase could not be 
made retroactive. 











ju 


mor 


Let 


ope 
pan 
gin! 
Che 


mis 


hav 
tha’ 
tha 
con 
gin: 








alendar 


neeting of | 


rapidly ap 
9 an an- 
W. Black. 
ceting will 
he Brown 
imediately 
aA meeting 
fanization, 
wing that 
resident's 
n address 
ul distinc. 
cussed by 


larles W. 
ife Insur- 


t Selfish 
Minnesota 
St. Pau, 


'roblems” 
hia Life 


gement,” 
fe Insur- 


ections,” 
General 
onn. 
ination,” 
ry, Lin- 
ry, Fort 


Agency 
ce-presi- 
isurance 


ce-presi- 
surance 








"eases 


regular 
ociation 
2 Asso- 
ts’ and 
ncrease 
pers to 
ve dol- 
d man- 
wise to 
1e dues 
»mbers. 
pressed 
1es_in- 





lerable 
ed fix 

Asso- 
agents 
ts and 


t was 
not be 





hursday 
——— | 
N PLANS | 
on—Num: | 


July 16, 1925 


THE SPECTATOR 





Life Insurance 








————— 
SS 


REFUSES LICENSE 


Ww. Stanley Smith Orders American In- 
surance Union to Cease Writing in 
Wisconsin 


Mapison, Wis., July 15.—W. Stanley Smith, 
Commissioner of Insurance, has issued an order 
directing the American Insurance Union, of 
Columbus, O., to cease writing insurance busi- 
ness in Wisconsin. Following is a copy of the 
order which has been issued by Commissioner 
Smith: 

At the hearing held at this office on July 10, 
1925, pursuant to my order of May 26, 1925, 
relating to the investment of the American In- 
surance Union in a home office building, on 
the basis of the testimony there given, I find 


the following: 
That on December 31, 1924, the date of the 
last official figures, the society’s admitted as- 


sets amounted to $3,004,482.97. 

That the cost of the thirty-seven story home 
office building now in the course of construc- 
tion, together with the cost of the site ($400,- 
000), will approximate the figure of $4,400,- 


That this investment is in direct contraven- 
tion of subsection 10 of section 208.02, Wis- 
consin Statutes, which permits an investment 
only 20 per cent of the society’s assets in a 
home office building. a 

It is mv opinion that the 20 per cent limita- 
tion of subsection 10 of section 208.02, Wiscon- 
sin Statutes. applies to fraternal societies dom- 
iciled in States other than Wisconsin as well 
as to those domiciled in Wisconsin. I con- 
sider it a salutary statute designed to conserve 
the best interests of the membership of a fra- 
ternal society. 

In view of the above statutory violation, the 
issuance of a license for he license year be- 
ginning April 1, 1925, is hereby specifically re- 
fused, and 

Tt is herebv ordered, That the American In- 
surance Union cease the writing of all business 
in Wisconsin forthwith. 


Detroit Life Record 

The Detroit Life Insurance Companv 
announces new business written for the month 
of June, totaling $3,346,000. According to 
Homer Guck, assistant to the president, this is 
the largest volume of life insurance ever writ- 
ten by any insurance company in the State of 
Michigan in a single month, exclusive of in- 
dustrial insurance. Compared with the record 
made by the Detroit Life Insurance Company 
in June, 1924, this is an increase of $1,000,000. 
In March, 1925, the Detroit Life wrote $2,- 
710,000, which up to June was the record 
month of this company. 


Let Down Bars as to Non-Resident Life 
Agents 

The Virginia retaliatory law will no longer 
operate against agents of life insurance com- 
panies having their residence in West Vir- 
ginia, according to an announcement made by 
Charles B. Coulbourn, deputy Insurance Com- 
missioner of Virginia. West Virginia has re- 
pealed that section of its resident agent's law 
having to do with agents of life companies, so 
that non-resident life agents may operate in 
that State, if duly licensed, and Virginia has 
Consequently let down the bars to West Vir- 
ginia life agents, 











POLICYHOLDERS’ LETTERS 








How that great cyclopedia of insurance, The 
Insurance Year Book, is appreciated by busi- 
ness houses not affiliated with the insurance 
business, is indicated by the sample letter 
which is reproduced below. This is typical of 
many now in The Spectator Company’s files. 

The Year Book is the most important an- 
nual publication relating to insurance, and is 
gotten out yearly by the largest insurance pub- 
lishing house in the world. The letter pre- 
sented herewith points out but one phase of 
the usefulness of this vast reservoir of in- 
surance information, but there are almost in- 
numerable ways in which the three huge vol- 
umes of The Insurance Year Book, which re- 
late, respectively, to life insurance, fire and 
marine insurance and casualty, surety and mis- 
cellaneous insurance, and the supplementary 


service to subscribers, such as special reports, 
bulletins, etc., can be utilized. 

Almost every conceivable kind of business is 
interested, in one way or another, in some part 
of the imposing array of data presented in 
these serviceable and comprehensive volumes; 
and subscribers who may require further in- 
formation upon insurance companies or sub- 
jects are promptly supplied therewith by the 
Research Bureau of Insurance of The Spec- 
tator Company. 

The Insurance Year Book Service is recog- 
nized throughout the world as a reliable source 
of information. 

Work upon the 1925 edition of The Year 
Book is being expedited and the three valuable 
volumes of this standard reference work will 
soon be published. 


JANNEY & CO. 


133-135 SOUTH FOURTH STREET 
PHIL ADELPHIA 


Arthur L. J. Smith, Esq., Pres., 


The Spectator Company, 


July 7, 1925. 


135 William Street, 


Dear Sir:- 


New York City. 


We have been subscribers to the Insurance 
Year Becks for many years and have found these books of great 
value as a source of information in regard to the securities 


of insurance companies. 


They supply essentially the same 


data with respect to insurance companies that the recognized 
investmént manuals supply with respect to railroad, public 


utility and industrial corporaticns. 


The information in regard to the character 
of the business carried on by, and the standing of, the various 
companies is ccmprehensive and interesting. 


We are, 


Very truly, yours, 


JANNEY & CO., 


SGD.EMF 


~ AMMEN 
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circulate it among their Agency Forcer, as their own sales letter or house organ, will be granted upon request. 








Number Twenty-nine Thursday, July 16, 1925. 
To Our Agency Force:- 
SOMETIMES WHEN WE FINISH THE CHECK-UP, we find that this, that or 


the other "department" of our INSURANCE BUSINESS is not as PROFITABLE 


as it was a FEW months ago - or, during the SAME month last year. 


That's PERFECTLY natural. It happens in the VERY best and biggest 
of businesses. That's WHY we all have MORE THAN ONE THING TO SELL. 


The answer is this - when we LOSE a hundred dollars in ONE depart- 
ment, we must PUSH some other item so hard that it will NOT ONLY make 


us back that hundred dollar loss, but WILL make an ADDITIONAL hundred 


to pile up the profits. 


While NONE of us like to see any department SHOW A DECREASE, IT'S 
BOUND TO HAPPEN. We can STAND it if we can OVERCOME it by ADDITIONAL 
effort on SOME OTHER LINE that will SELL WELL during the PARTICULAR 
time that the other item - FOR A PERIOD ONLY - is slipping. 


It's probably a PRETTY GOOD THING that we do show a LOSS in "OUR PET 
LINE" occasionally because it WHETS THE AMBITION and MAKES us go out 


and LEARN AND WORK anew line - ORA NEGLECTED ONE - in order tobreakeven. 


ADVERSITIES OFTEN REACT TO MAKE US BIGGER AND BETTER BUSINESS MEN. 


A good way to OVERCOME this falling off in any certain line is to TRY 
the selling of ALL miscellaneous lines. 


A customer comes into your office to talk about SOME coverage in which 


he is INTERESTED, or to see you about some other business matter. 


Then is a SPLENDID TIME to properly - AND DIPLOMATICALLY - mention the 


VARIOUS ITEMS IN YOUR STOCK. 


If you go into a store to buy a SUIT OF CLOTHES, the clerk don't let 
you get out without mentioning B. V. Ds, SHIRTS, COLLARS, TIES AND 
OTHER THINGS. MANY TIMES you buy when you HADN'T EVEN THOUGHT OF 
DOING SO. 


TRY IT IN YOUR OFFICE. IT WILL PAY. 


IT'S THE POWER OF SUGGESTION. 


Yours overcomingly, 


LA 
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HE plate glass insurance situation, which 

developed when the National Bureau ot 
Casualty and Surety Underwriters decided to 
organize a plate glass department, seems to be 
temporarily “hanging fire.’ This does not 
mean that the opposition to the plan has been 
overcome. It is entirely unlikely that the 
Moore Rating Organization, which has so well 
served the companies writing this class of 
business, will fade out of the picture without 
a struggle; particularly in view of the fact 
that many strong companies are allied on its 
side. For that matter, the National Bureau’s 
member companies which voted in favor of the 
plan are not lacking in vitality. By the time 
the National Bureau’s scheme begins to go 
into operation, probably in September or 
October, the plate glass insurance business may 
witness a skillful duel between two contending 
groups. The forces, taking into account pre- 
mium volume, influence in the business both 
within and without New York State, and simi- 
lar factors, are about equally divided and the 
struggle should be amusing if not exactly 
educational. 


IGHT bail bonds are still causing the po- 

lice of some large cities a little irrita- 
tion. The authorities, in a few instances, 
claim that if a criminal is arrested after six 
o’clock in the evening, he is out on bail be- 
fore midnight. This, the police say, prevents 
them from putting the malefactors in the “‘ine- 
up” at police headquarters in the morning. 
Added to the objections of patrolmen is the 
fact that, now and then, a criminal is taken in 
the evening; gets a lawyer to secure a bail 
bond; and then, upon his release, borrows a 
weapon and saunters forth to find the money 
to pay the attorney. Luckily, shrewd bail bond 
practices are not as common as they formerly 
were alleged to have been. 


N official named Si Mayer, who happens 

to be secretary of the Chicago police de- 
partment recently placed the cost of automo- 
bile accidents on the streets of his city at $1,- 
090,006 for the first six months of 1925. In 
reaching his conclusions, Mr. Mayer set a value 
of $3000 on each human life. Casualty com- 
panies all over the country may be expected 
to demand that Mr. Mayer be made foreman 
of all juries which try cases involving liabil- 
ity claims. If the Chicago police department 
values human lives at $3000 each, why should 
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WRITES FRAUD BONDS IN IOWA AND 
NEBRASKA 

Clauses Included in 

Offered by U. S. F. & G. 


Des Mornes, Ia., July 13.—J. Dillard Hall, 
manager of the Des Moines branch office of 
the United States Fidelity and Guaranty Com- 
pany, of Baltimore, announces that his com- 
pany has just provided for issuing fraud 
bonds in both Iowa and Nebraska. 

The Iowa bond has seven clauses, covering 
as follows: 

Clause Number 1.—This covers larceny or 
embezzlement from the premises in an amount 
up to $100. 

Clause Number 2.—This covers burglary and 
hold-up of the assured or any of its employees 
to $150. 

Clause Number 3.—This covers robbery up 
to the amount of $150, including damage to 
the safe when place of business is not open. 

Clause Number 4.—Covers robbery or hold- 
up when transporting money to or from the 
place of business within five miles, up to the 
amount of $150. 

Clause Number 5.—This covers loss on any 
certified check wherein the check is drawn on 
any bank in the town or within a radius of 
fifty miles. This clause is limited to $100. 

Clause Number 6.—Covers any postoffice or 
express money order with a limit of $50 on 
any transaction or $100 in the aggregate. 

Clause Number 7.—This last clause is on 
counterfeit money of any United States 
money, limited to $50 on any one transaction 
or $100 in the aggregate. 

This bond may be written for double the 
coverage for a premium of $30. 

The company also issues the American 
Bankers Association standard burglary and 
holdup policy protecting either the bank or 
the individual renter from loss occasioned by 
the rifling of safety deposit boxes. Policies 
are written in the name of the bank, protecting 
their whole tier of boxes, irrespective of to 
whom they are rented and their contents. 


Seven Coverage 


Assess General Motor Underwriters 

Cuicaco, Itu., July 14—An assesment of 
30 per cent has been levied on policyholders of 
the General Motor Underwriters, a reciprocal 
or inter-insurance exchange which closed its 
doors recently. The United Holding Corpora- 
tion was the attorney-in-fact. It is estimated 


that the liabilities of the reciprocal will be in 
excess of $15,000, i 









ON STOCK BASIS 





American Automobile Underwriters 
Reorganizes 





WAS PROMINENT RECIPROCAL 





Capital of New Company Will Be $200,000 
—Surplus Is $100,000 


Cuicaco, Itt., July 14.—One of the most 
prominent reciprocals in the State of Illinois, 
the American Automobile Underwriters of 
Chicago, has decided to reorganize on a stock 
company basis. The American Automobile Un- 
derwriters Agency, Inc., is the attorney-in-fact. 

The capital of the new company will amount 
to $200,000 and the surplus to $100,000. Since 
its organization in 1919, the aggregate premium 
income of this reciprocal, which wrote all lines 
of automobile insurance, has been $700,000. Its 
surplus, as of December 31, was in excess of 
$100,000. 

Reorganization of this reciprocal follows a 
similar step taken by the Pennsylvania Indem- 
nity Exchange, the largest auto exchange im 
the East, and the Illinois Motor Casualty Asso— 
ciation of Springfield. 

In announcing its intention the Pennsylvania 
Exchange management stated that part of its 
desire was to overcome the necessity on the 
part of a subscriber of signing a power of at- 
torney. 

The Illinois Motor Casualty Association 
management cited the recent failure of one of 
the largest general casualty writing reciprocals 
in the country as its reason for abandoning the 
interinsurance system. This consideration ap- 
peared to carry no little weight, for it resulted 
in the change to the intended stock-company 
basis. 


W. CLIFFORD KLENK TO NEW YORK 


Succeeded at Zurich’s Philadelphia Office 
by Walter Helm 


W. Clifford Klenk, who, since early last 
Fall, has been Philadelphia manager for the 
Zurich General Accident and Liability Insur- 
ance Company, will go to the office of the East- 
ern department in New York city. Mr. Klenk 
was at the New York branch last year and, 
prior to that, was special agent for the com- 
pany. 

Walter Helm, who has been assistant to 
John A. Diemand, assistant United States 
manager in charge of the Zurich’s Eastern 
office, will proceed to Philadelphia about 
August 1 and will take up the duties relin- 
quished by Mr. Klenk. 
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LIFEBOATS 


are still carried by the largest and safest ships. 

INSURANCE is carried by the richest and healthiest men. 
REINSURANCE is carried by the largest and strongest companies. 
All for a single purpose—to be safe! 


As REINSURER for Casualty Companies we are underwriters of 
SAFETY. 


» EMPLOYERS INDEMNITY CORPORATION 


E.G TRIMBLE, PRESIDENT. 
KANSAS CITY 





CHICAGO 
INSURANCE EXCHANGE 
JACK WOODHEAD 





LOS ANGELES 
719 DETWILER BUILDING 
LOUIS de 8. FULLER 


NEW YORK 
80 MAIDEN LANE 
EHMANN & COMPANY 
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Field Annuals 


and 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 








Writing Casualty Insurance 
Fidelity and Surety Bonds 


ARN 


Home Office: DAVENPORT, IOWA 
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A work every employer should read 














NOW READY 





Practice of 


Workmen’s Compensation 
Insurance 


A treatise upon the necessity for and 
development of workmen's compensation 
insurance, together with much informa- 
tion as to its practice. 


By Saul B. Ackerman 


Assistant Professor of Insurance 
New York University 





A New and Comprehensive Book 
Just Published 





If you are a broker or agent selling 
Workmen’s Compensation Insur- 
ance, can you offer the following 
services? 


1. Explain che important provisions 
of the Workmen’s Compensa- 
tion laws in the United States. 


2. Assist an injured employee to 
present his case before a Com- 
mission. 

3. Advise an employee concerning 
rehabilitation. 


4. Explain the important Work- 
men’s Compensation legal de- 
cisions. 


5. Explain how a manual rate is 
made. 


6. Outline a campaign for accident 
prevention. 


7. Explain to an insured how he 
can reduce his rate by properly 
improving the physical condi- 
tion of his plant. 

8. Explain to an insured how his 
rate is computed in accordance 
with the Experience Rating 
Plan. 


These topics and many others are 
discussed in detail in the new book 
entitled ‘“‘Workmen’s Compensa- 
tion Insurance’ just published 
by The Spectator Company, and 
written by S. B. Ackerman, As- 
sistant Professor of Insurance of 
New York University. 


Every one having to do with Work- 
men’s Compensation Insurance, in 
any way, will find this a most use- 
ful work, as it contains information 
upon every phase of Workmen’s 
Compensation Insurance. 


Price per copy $4.00 
Bound in cloth 


THE SPECTATOR COMPANY 


NEW YORK 


CHICAGO 

















New Orleans Conditions 
(Concluded from page 13) 


That the fire insurance business in this city 
is rapidly drifting into demoralization must be 
evident to any observer whose sense of. vision 
is sufficiently acute to extend beyond the end 
of his nose. 

The following incident, which has come to 
my attention (and I can vouch for its authen- 
ticity), gives point to the warning that unless 
the tide be stemmed it will engulf us. 

The fire insurance on a certain piece of 
property on St. Charles avenue was about to 
expire. 

The property was a dwelling, one of those 
handsome dwellings which adorn St. Charles 
avenue, but had been purchased by a certain 
Catholic religious order and converted to school 
purposes in connection with the university 
owned and conducted by the same order. 

The agent who had issued the expiring pol- 
icy of course solicited its renewal. He was 
informed by the reverend fathers that they had 
placed in the hands of a certain real estate 
agent the duty of looking after their insur- 
ance. 

When this gentleman was approached the 
agent was requested to submit the rate at which 
he would be willing to renew the policy. 

In the meanwhile application had been made 
to the fire prevention bureau to inspect the 
property and promulgate an advisory rate, the 
character of the occupancy of the building hav- 
ing changed since the last inspection and rat- 
ing. 

The bureau made the inspection and promul- 
gated an advisory rate of 1.20 per cent for 
three years, which rate, however, could be re- 
duced to 81 cents by the removal of certain 
objectionable gas fixtures, the installation of 
fire extinguishers (all in the interest of fire 
prevention) and the attachment to the policy 
of the 75 per cent co-insurance clause. 

The agent quoted the bureau’s advisory rate 
but was informed that a certain large and im- 
portant company had agreed to write the risk 
at 75 cents for three years without the co-in- 
surance clause and with none of the fire pre- 
vention improvements ‘recommended by the 
fire prevention bureau. 

The agent was generously given the prefer- 
ence at the same rate but this he declined and 
so the bushwhacker corralled the business at a 
cut of 45 cents. 


Brincs Suit Acatnst LoutstAna Lioyps 

Four citizens of Toronto, Canada, have en- 
tered suit in the Civil District Court in this 
city against the guarantors of the Louisiana 
Lloyds, a concern which went into liquidation 
early in 1925. 

The policies under which the plaintiffs are 
suing covered on property which was destroyed 
by fire November 19, 1924. 

With one exception all the guarantors re- 
side in Lake Charles, La., where headquarters 
of the concern were located. 

The defense rests mainly, if not entirely, on 
the plea that the policies were canceled before 
the fire occurred. 


St. Clair Adams, former district attorney 
and who recently won a notable victory for the 
iron safe clause, is the leading counsel for the 
plaintiffs. 

This case will be watched with interest. 

O’Hacerty. 





William A. Osgood Made General Agent 
for Independence Indemnity 

William A. Osgood, former manager for 
the Southern Surety Company in Kansas City, 
has been appointed general agent there for 
the Independence Indemnity Company of 
Philadelphia. 

Mr. Osgood has had about fifteen years’ 
experience in the casualty and surety business~ 
and is a member of the board of governors of 
the Kansas City Safety Council. He is also 
president of the local Automobile Club and is 
a member of the Indian Hills Golf Club, the 
Kansas City Chamber of Commerce, the local 
real estate board and many other civic organ- 
izations. 


Commission Merchants Must 
Furnish Surety Bonds 

St. Louts, Mo., July 11—Commission mer- 
chants who receive and sell farm products on 
commission as of July 8 must take out a State 
license and furnish a surety bond of $2000 for 
the protection of their clients. The license fee 
is $25 a year. The legislature in 1921 enacted 
a similar measure but it was held up by court 
proceedings. The present law is a com- 
promise. 


Missouri 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1924 


(Condensed from Statement of 
U.S. Treas. Dept.) 


Admitted Assets...... $7,046,054 
Tks 5s heeded 1,225,000 
Po vccewdaanes 745,272 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 





Let the Southern Serve You 
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N EVERY walk of life there are those 
men who are the outstanding suc- 
cesses. ‘They have reached the pin- 

nacle of success as the result of hard work 
and good judgment. ‘They have built, 
not castles in the air, but castles on oatad 
foundations. 


The success which YOU make in your 
chosen profession as an Insurance expert 
depends largely upon the strength and 
reputation of the organization you rep- 
resent. 


The Inter-State Business Men’s Accident 
Association is financially strong. Its 
reputation is of the best. ‘To represent 
the Inter-State is to build on a solid 
foundation rather than build castles in 
the air. 


A request from you will bring complete 
information regarding a direct Home 
Office contract to represent us in your 
territory. 
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|nter-State Business patiseckient Association 
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COMPANY GETS LICENSE 
Seaboard Casualty Now Ready for 
Business 


Los ANGELES, CAL., July 13.—The Seaboary § 


Casualty Company has applied to the ingy. 
ance department of California for a license t, 
write automobile and liability lines, has bey 


examined by the department and has be & 


granted its authority to do business, Th 


company has been in process of organizatiop 
for more than six months and will write th | 
lines mentioned for the present. Its charte | 


calls for all casualty lines. 

The authorized capital of the company ; 
$500,000 and the surplus is a like amount, Thi 
has not all been paid in or subscribed. Th 


total paid in is sufficient to meet the lays | 
for the transaction of the lines applied for, [ 
The officers of the company are: President [ 


C. P. Summers; vice-president, Frank H, Fi. 
nen; secretary, J. H. Englehardt; treasurer, 
Ben W. Goodheardt. The offices of the com. 
pany are on the fifth floor of the Nation 
City Bank building. 


Organize to Protect Banks 


Cuicaco, Itz., July 11.—An organization to | 


protect the eighty-seven banks in Cook county 
outside of the city of Chicago was practically 
completed at a meeting of interested partis 
Friday over which Sheriff Peter Hoffman pre. 
sided. The Illinois Bankers Association wa 
among the parties interested in promoting te 
movement which was a direct result of the 
failure of the legislature to enact a Stat 
police bill. 

The basis of the plan is an electric alarm 
system which is to be supplemented by th 
placing of firearms in the hands of bank et 
ployees who have both the ability and the 
authority to shoot. Special watchmen, bullet: 
proof cages for the larger institutions, an 
special town guards are part of the scheme 4 
reduction in insurance rates is expected to fol 
low inauguration of the plan, bankers said. 


Employers Must Comply with Californis 
Compensation Law 
os ANGELES, CaL., July 13.—The Califor 


Thursday 3 
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nia Industrial Accident Commission has issue! 7 


notices to employers that they must comply | 
with the new compensation law which b 
comes effective July 24 or be penalized. The 
new law calls for the employer to furnis! 
the commission with the name of his carrie 
and also to inform it how he pays his cot 
pensation and in addition provides that at! 
failure to furnish such notice puts the et 
ployer in the position of wilfully violating th 
law. —_ 


John A. Lewis With Metropolitan 
Casualty 


ity and Plate Glass Insurance Company of 
Newark, has joined the Metropolitan Casualty 
Insurance Company of New York as managt' 
of its claim department, at the New Yot 
office. 
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BOND REQUIRED 


Iowa School District Sees Value of 
Coverage 








BANK DEPOSITS FIXED 





Amounts of Educational Funds Allotted to 
Institutions Proportionately 


Des Mornes, Ia., July 14.—The resignation 
of Charles Grahl as treasurer of the school 
district here resulted in the appointment by 
the board of directors of Herbert L. Horton, 
vice-president of the Des Moines National, to 
the vacancy. This opened up the question of 
a surety bond, Mr. Grahl having been bonded 
by a surety company after the collapse of the 
Commercial Savings Bank. He was under a 
bond of $500,000 under the new order by the 
board of directors. 

The same sized bond was exacted by the 
board of Mr. Horton, who made application 
for such a bond through the Willis & Moore 
agency and this firm was successful in plac- 
ing it with the AZtna Insurance Company of 
Hartford, with a reinsurance privilege in five 
other companies. Willis & Moore had previ- 
ously negotiated the bond for Mr. Grahl. 

The experience the school board has had 
with personal bondsmen prompted action under 
this new dispensation. It not only decreed that 
a surety bond be given, but it also placed the 
fnancing of the proposition upon the banks 
in proportion to the amount of school funds 
accredited to each. 

When the board named the banks that alone 
are to carry school funds it also fixed the 
limit for the amount each should carry. Under 
this order banks are to be favored in propot- 
tion to financial standing and not from favorit- 
ism as in the past. In the future, a bank with 
a political pull will have no preference over 
any other. 

Under the present alignment deposits are 
limited as follows: Bankers Trust Company 
Bank, $490,108; Central State, $300,000; Con- 
tinental Trust and Savings, $9583; Des Moines 
National, $818,181; Euclid Avenue State, $23,- 
181; Home Savings, $272,727; Iowa Loan and 
Trust, $300,000; Towa Trust and Savings, 
$150,000; Peoples Savings, $600,000, and Uni- 
versity State, $88,000. These maximum 
amounts are double what were originally fixed 
on because of a bond issue for $1,500,000 soon 
to be floated by the school district. 


Fidelity and Surety Bond Digest 
A handy little book published by Henry S. 
Pettit and Allen Caruthers, Jr., is entitled 
Fidelity and Surety Bond Digest, and is partic- 


ularly designed for the use of agents and 
brokers, Its purpose is to set forth the funda- 


mental principles and the usual underwriting 
requirements in this branch of insurance. The 
chapter titles indicate the general scope of this 
work, and are as follows: Fidelity Guaran- 
tees; Public Official Bonds; Court Bonds; 


Contract Bonds; Depository Bonds; Miscel- 


laneous Bonds; Joint Control; Collateral; In- 
demnity (Indemnitors). There are also a con- 
venient index, and numerous subdivisions in 
the various chapters. Definitions, coverages, 
underwriting requirements, data needed to pre- 
pare bond, and information as to renewals and 
cancellation are given concerning numerous 
varieties of bonds. The Eastern Underwriter 
is selling agent for this book, which contains 
much serviceable information. 


FEDERAL SURETY’S BRANCH 


K. V. Rothschild Made Resident Manager 
of New Chcago Office 


Des Mornes, IA., July 14.—The Federal 
Surety Company of Davenport has opened a 
branch office in Chicago, with K. V. Roths- 
child, formerly vice-president of Joyce & Co., 
of St. Paul and Minneapolis, and former 
executive committeeman of the National Asso- 
ciation of Insurance Agents, in charge as resi- 
dent manager. 

The company maintains a branch office in the 
Insurance Exchange building in Des Moines. 
Karl P. Blaise, former chief examiner of the 
Iowa Insurance Department, who recently 
joined the company, has just been here on local 
business. 


Accidents in St. Louis 

St. Louts, Mo., July 13.—The St. Louis 
Safety Council reports that accidents in St. 
Louis during May and June showed a de- 
crease over the same months in 1924, it being 
the first time in five years that the total of 
accidents for a two-month period showed a 
falling off. 

Accidents in May totaled 1470, compared 
with 1480 in May, 1924, and for June the 
totals were 1560 and 1569. During the first 
four months of the year accidents increased 22 
per cent. 


Gets Hospital Bond Business 


The California hospital bond business of 
the National Surety Company has been taken 
over by the Commercial Casualty Company 
through the Rolph-Sweet, Inc., general agency 
at San Francisco. G. B. Zemansky, superin- 
tendent of the hospitai bond division of the 
National in California, will join the Rolph- 
Sweet agency and occupy the same post there. 
This action follows the decision of the Cali- 
fornia insurance department that the National 
was not eligible to write such business in that 
State. 


Joins Herman Hoopes, Inc. 


H. Mark Reeve has been made manager of 
the fire insurance department of Herman 
Hoopes, Inc., the well-known casualty and 
surety general agency in Philadelphia, which 
represents the Fidelity and Deposit Company 
of Maryland. The agency plans to devote 
more attention than heretofore to developing 
fire insurance and the appointment of Mr. 
Reeve marks the first step in that direction. 
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ENTERS EAST 





International Indemnity Opens Phil- 
adelphia Office 





THOMAS W. McNALLY, JR., IN CHARGE 





L. H. Angell to Be Home Office Represen- 
tative at New Branch—Company 
Plans Ohio Operations 


The International Indemnity Company of 
Los Angeles has opened a new office at 411 
Walnut street, Philadelphia, the manager of 
which will be Thomas W. McNally, Jr., who 
has been appointed superintendent of agents 
for the Eastern department of the organiza- 
tion. 

This move is the first in the company’s deci- 
sion to expand its operations in the Eastern 
territory, and Mr. McNally will have jurisdic- 
tion over its business in Delaware, Maryland, 
Pennsylvania, District of Columbia and New 
Jersey. These sections were recently entered 
by the International Indemnity and its pres- 
ent activity is in keeping with its plan for ex- 
tensive writings there. The company will 
transact a general casualty business in the 
East, but will not write steam boiler, burglary 
or surety bonds. 

The home office will be represented at the 
new Philadelphia branch by L. H. Angell, who 
will soon arrive from Los Angeles for that 
purpose. He will co-operate with Mr. McNally 
in the development of the business from every 
angle. 

Mr. McNally has been active in the insur- 
ance business since 1916, when he entered the 
Smith-Case Company of Newark, N. J., and 
began direct solicitation for that firm. In 1922, 
he became connected with the Eastern Casualty 
Underwriters’ Newark office, they being East- 
ern managers for the Republic Casualty of 
Pittsburgh. While in that capacity, he opened 
the Philadelphia branch of the Eastern Cas- 
ualty Underwriters and built up a large vol- 
ume of writings. Mr. McNally is an experi- 
enced and capable insurance éxecutive and, 
under his supervision, it is expected that the 
new Eastern headquarters of the International 
Indemnity will make rapid strides. 

The International Indemnity is considering 
the opening of an office in Ohio in the near 
future. It recently entered Ohio and feels 
that that territory is worth direct cultivation. 


The Assekuranz-Jahrbuch 


The 1924 edition of the Assekuranz-Jahr- 
buch has been issued by A. Ehrenzweig of 
Vienna. In addition to a chapter on the mathe- 
matical theory of insurance, this book presents 
statistics of numerous insurance companies lo- 
cated in Germany, Austria and various other 
foreign countries. The book is divided into 
two parts and the complete volume contains 
nearly 600 pages. It is substantially bound and 
may be obtained through The Spectator Com- 
pany. 
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Prominent Agents and Brokers 


Actuarial 


Actuarial 











LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile Hartford National Hartford Casualty Co. 
American Equitable U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co, Automobile Insuranee 
State Pa. BROKERS’ LINES SOLICITED 








COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 


Le 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 

















Actuarial 








Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 














Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 





75 Fulton Street New York 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








—— 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





— ea, 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 














FREDERIC S. WITHINGTON 


F.A. 1. A, 
CONSULTING ACTUARY 


Midland Life Building 
Armour Blvd. & Main St., Kansas City, Mo. 


am 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Conservation Specialists 


The Otis Hann Company, Inc. 
“Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 











I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 
Workmen's Compensation 


Liability and Casualty Lines 
Industrial Funds, etc. 


1600 Bankers’ Trust Bldg. 
Philadelphia 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 





Adjuster 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 KOYAL BANK BLUG, TORONTO, ONS. 

















Statisticians 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg.,. OKLAHOMA CITY, OKLA. 











FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 





F. M. SPEAKMAN, C. P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We ae also equipped to prepare cal- 
cellation ani reinsurance schedules, of 
hanwle any job where the use of tabulat- 


ing machines or comptometers is de- 


sizable. 
Phone: JOHN 1090 


59 John St. New York City 
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Windstorm and Tornado Insurance 

(Concluded from page 4) 
“4s a vast whirl of aerial currents which surround a central calm 
space of relatively small dimensions called the ‘vortex’ or center of 
the storm. The central region of calm, relative or absolute, is, how- 
ever, only found in the well-developed tropical cyclones.”” He di- 
vides the tropical storms of the Far East into three classes, accord- 
ing to wind velocity, but a more elaborate classification differentiates 
six distinct types with numerous subdivisions which it would serve nc 
practical purpose to elaborate. The report includes a table of the 
seasonal distribution of 247 typhoons occurring between 1904 and 
1915, as follows: 


SEASONAL DistRIBUTION oF 247 TypHoons—1904-1915 


No. % No. % No &% 

January ... 3 2: ‘May s:65..c: 11 44 Sept. ..... 46 186 
February .. | 04 June...... 13 5.2 October ... 37 149 
March .... 6 yiC a. | ee 39 15.8 November. 21 8.4 
aS eae 16 August .... 51 20.6 December . 15 6.0 
— — — — 129 479 

14 56 114 46.0 eas: | ee 


Typhoon season July-October, 173, or 69.9 per cent. 

It is said in this connection that the number or percentage of storms 
in each month has not much significance unless we know the course 
or track which the cyclone generally pursues. This, however, would 
require map illustrations, which it has not been found feasible to give 
in connection with the present discussion. The statement, however, 
may be quoted that during the first four months of the year the storms 
occurred ‘mainly in the region limited by latitude 5 degrees to 15 
degrees north and longitude 120 degrees to 140 degrees east. In 
the month of July the area covered by the storm tracks becomes much 
more extensive than in the preceding months. The tracks now extend 
to the north and west until they reach limits of the map in both 
directions. In the month of September the storm path begins to shift 
southward, so that frequency of cyclones south of latitude 15 de- 
grees N. increases considerably, while the number of cyclones oc- 
curring north of latitude 30 degrees N. become comparatively few. 
The general conclusion is advanced that typhoon tracks are con- 
trolled by the four “‘centers of action” in the Far East, namely, the 
Siberian and the Pacific anti-cyclones and the Aleutian and Indian 
cyclones. 


For a clear understanding of all exceptional storm phenomena it 
is necessary to study the individual aspects of such occurrences. 


Great storms have always attracted much attention, but it is only 
of recent years that they have been scientifically described in matter 
of detail. Among the earlier publications to which reference may 
be made is an elaborate discussion of certain storms of Europe and 
America during the month of September, 1836, by Loomis, pub- 
lished by the Smithsonian Institute. This was followed in 1889 
by an important paper on West Indian Hurricanes and the March 
Blizzard of 1888, by Everett Hayden. Information concerning 
West Indian hurricanes is also contained in the Pilot Charts of the 
North Atlantic Ocean. In 1900 Professor Garriott of the Weather 
Bureau published a book on West Indian hurricanes, which consti- 
tutes one of the most valuable sources of trustworthy information. 
It contains, among others, the statement that seventy-six out of 
ninety-five West Indian hurricanes traced during the last twenty- 
three years had a recurve to the northward; that during the principal 
hurricane months, August to October, inclusive, the hurricanes gen- 
erally recurved east of the Gulf of Mexico, and that during these 
months the mean track of the hurricanes was farther west than in 
September, when it approached very near the east Florida coast. It 
was therefore said at the time that ‘‘the tracks run farther south and 
west in September, and hurricane visitations are, therefore, more 
probable on the Island of Cuba and on the United States coast in 
September; and this is equally true as regards the frequency of hurri- 
canes on the more eastern islands of the Greater Antilles.” It is also 
said that “‘the belief, founded upon local experiences, that the hur- 
ricane tracks shift farther west as the season advances, is doubtless 
well grounded, and it is safe to assume as a fact that the more severe 
storms of the West Indies usually occur over the Lesser Antilles and 
the eastern islands of the Greater Antilles in the early part of the 
hurricane season, and over the western parts of the Greater Antilles 
as the season advances.” 

The evidence is not conclusive as regards a periodicity of storm oc- 
currences which would justify definite methods of forecasting. In 
the case of Galveston, for illustration, severe storms have affected 
that locality in 1834, 1837, 1847, 1854, 1866, 1867, 1875, 
1886, 1900, 1909 and 1915, but those of 1900 and 1915 were 
by far the most violent. A review of the great storm of August 10, 
1915, gives a list of thirty-one storms between 1873 and 1915, with 
no indications of well-defined periodicity. Of course, it is well known 
in the case of the Galveston storm that the greatest danger was done 
by storm floods and not by the direct force of the wind. 














PERSONAL ITEMS 





P. F. Mowry, of the bookkeeping depart- 
ment of the Insurance Company of North 
America, was given a luncheon by: the officers 
of that company on Monday of this week, that 
date being the occasion of the fiftieth anniver- 
sary of his employment there. 

Charles L. Flocken, auditor of agency ac- 
counts of the Guardian Life Insurance Com- 
pany, on July 5, completed fifty years of ser- 
vice with that company. He was first em- 
ployed in 1875 by Hugo Wesendonck, founder 
and then president of the company. He re- 


ceived the congratulations of the present offi- 
cers of the company. 

Robert Lecky, Jr., well-known Richmond 
local agent, has returned from England, where 
he and his son, Prescott Lecky, of the psychol- 
ogy department of Columbia University spent 
the month of June. 


J. S. Davenport, Jr., actuary for the Life 
Insurance Company of Virginia, accompanied 
by Mrs. Davenport and their children, has 
gone to New Hampshire for a stay of three 
months, 

Perry Moses, president of the Palmetto Fire 
Insurance Company, and L. P. Doucournau, 
Mississippi State agent of the company, sailed 
from New York last week for England. They 
will spend several months abroad. 

T. A. Phillips, vice-president of che Minne- 
sota Mutual Life Insurance Company, under- 
went an operation at the Mayo Clinic at 
Rochester, Minn., recently. No complications 
developed and Mr. Phillips is making rapid 
progress. 

William Aeneas Mackay and H. D. Shaw, 
respectively general manager and assistant for- 
eign fire manager of the’ Northern Insurance 
Company, of London, sailed for home last 
week on the Olympic. They had both been 
on this side for some time. 

James L. Madden, manager of the Insurance 
Department of the United States Chamber of 
Commerce, has an article in the July issue o1 
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the Nation’s Business in which he deals in the 
hidden taxes in the life insurance premium, 
which are paid by the unsuspecting policy- 
holder. Mr. Madden estimates that the total 
of such sums amounts to over $59,000,000. Of 
this sum on a very small proportion is used 
for their direct benefit. ne 


Death of Judge Lindsey 


Littte Rock, Ark., July 11.—Judge Felix 
G. Lindsey, who has been State fire marshal in 
the office of the State Insurance Commissioner 
for several years during the administration of 
three governors, died at his home in Benton- 
ville, recently, after a protracted illness. Judge 
Lindsey was born at Stockton, Mo., February 
23, 1862, and had resided in Arkansas since 
1867. He was appointed State fire marshal 
by Governor Brough in 1917 and had been re- 
tained by Governors McRae and Terral. 
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N ALL BUSINESS ORGANIZA- 
TIONS there are certain men on 
whose brains or capital the suc- 

cess of the business depends. Con- 
sequently, it is becoming more and 
more the custom in the world of com- 
merce and industry for organizations 
to protect themselves against a loss of 
their human assets. 


BUSINESS LIFE INSURANCE is an in- 
vestment, not an expense. While the 
premiums are paid out of earnings, a 
Life Policy has an annually increasing 
cash value, and, if kept in force, must 
mature for its face amount. It is of 
value to the organization, not only 
when the loss, through death, occurs, 
but from the moment the policy is 
issued. 

JOHN WANAMAKER, some time before his 
death, said: ‘“‘Twenty years ago, I had a 
capital of about a half million dollars. I then 
realized that a business man with a half mil- 
lion of capital and a million and a half of 
insurance on his life would have better credit 
than one with a half million capital and no 
insurance—So I took the insurance. Trading 
on the credit it created, I made more profit 


than if the money which went into insurance 
had gone directly into my business.” 


Today many millions of BUSINESS 
INSURANCE is carried by leading 
executives throughout the country. 


BUSINESS INSURANCE not only pro- 
tects an organization against the loss 
of a “‘Key Man,” thus strengthening 
the credit structure, but it releases 
capital for extensions and improve- 
ments and creates an annually in- 
creasing fund from which to draw if 
the need should arise. 


LOANS obtained on life insurance 
policies have saved many a business 
in times of financial stringency. 


BUSINESS INSURANCE is at once 
capital and collateral—capital in the 
form of increasing cash values and 
collateral in the form of additional 
security for loans. 


The uses of BUSINESS LIFE INSUR- 
ANCE are clearly set forth in our new 
booklet, “The Man Behind the 
Business.”” A copy will be sent on 
request. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


W. A. DAY, President 
393 SEVENTH AVE., NEW YORK 
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Helpful Hints to Debit Men 


By WitittAM C. Morton, 


Registrar, Life and Casualty 

The most helpful hint that I could offer to 
a debit man who has just entered the busi- 
ness is this: Cut loose from everything but 
insurance. Just as a Christian can not serve 
two masters without hating one and loving 
the other, in the same way a man can not suc- 
ceed on a debit and bother with too many other 
things. To the new man especially, I would like 
to drop the hint that you cut loose from every- 
thing else that would in any way hinder your 
success as a debit man. And you should be 
willing to do this because it is money 
to do so. As a motto to guide you along the 
path of success, I would suggest this: ‘This 
one thing I do.” A little survey of those who 
have been successful in your community will 
convince you that others have been practicing 
this hint for many years and the very fact that 
they have succeeded proves that it has been 
helpful to them. 


to you 


Use Your TIME 

The next suggestion is that you make good 
use of your time. It is true that the question 
of time is one that is not appreciated by many 
men. The agent who deliberately wastes time 
is guilty of wasting his money. And there is 
one thing that you can be absolutely sure of 
and that is that you can not hoard time. You 
may be able to hoard money and become a 
miser but you have no monoply on time. And 
it is an evident fact that you will never have 
very much money unless you have a proper 
valuation of what we know as time. The only 
way to save time is by using it in a profitable 
way. See that each hour of the day means so 
much to you in financial returns. By saying 


that I do not mean to omit the higher qualities 
of life such as meaning so much to you in 
a spiritual way, but I think it can be stated 
without fear of successful contradiction that 





Insurance Company of Tennessee, 


Nashville 
the man who has a money value on his time 
will also attach an even greater moral, spirit- 
ual or physical value. Financial 
success will usually be found to go hand in 
hand with real men. Your spiritual success 
will be that of helping to defend widows and 
orphans when the bread winner has been called 
away. And to my way of thinking, there is 
absolutely no better way of being of real ser- 
vice to the human race than by selling people 
insurance. Insurance has as the 
saving of sorrow, misery, woe and untold suf- 
fering. The best thing to do with your time 
is to improve it. Take every opportunity that 
think of to better 
If you have an opportunity to serve 


and moral 


its mission 


you can make yourself a 
agent. 
those on your debit in some way other than in- 
surance by all means take advantage of it. And 
remember it is the little things that we do out 
of our line of duty that make friends. The 
fact that nearly all those great soldiers who 
wear the “Cross of Honor” as a result of their 
bravery in time of war only got it by going 
above and beyond the call of duty to get it 
should be sufficient incentive to a debit man. 
The agent who merely collects premiums on a 
debit is no more than any other collector for 
some instalment house. And the agent who 
merely makes his allotment in the different 
departments of the business is simply a col- 
lector and agent. But the agent who collects 
his debit at the right time and in the right 
and exceed allotment and always 
a good advance pay is more than an 
a salesman. There 
agents who collect debits who never become 
salesmen. And to my way of thinking, a sales- 
man is one who goes out of his way to render 
a service, and that is improving one’s time in 
a most helpful way. It is helpful because the 
man who does that will never remain still but 
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way, his 


shows 
agent; he is 


are many 


will advance to something higher. And who 
says that is not worth while? 

Select good risks for your company. Select 
good people to associate with. And bear in 
mind that you very seldom rise above 
your associates. It is, therefore, essential that 
you select the proper kind of risks for your 
Your prestige and that of 
company will largely depend upon the class of 
risks you solicit. And your standing with the 
office will largely be determined by the 
risks you submit for insurance. If 
you are in the habit of selecting the very low- 
est class of risk from a moral standpoint, you 
may be writing your character on applications 
you send in. That is when you persist in send- 
ing in a bad class of risks. 


will 


company. your 


home 
class of 


Soticit Best PEorLe 


Make an effort to solicit first the best class 
of people on your debit. And the very fact 
that the best people in every town, community, 
and State carry insurance should be 
enough to get you to appreciate this fact. So- 
liciting the best class of people will give you 
a better chance to build a name and a reputa- 
tion for yourself and your company. 


county 


The selling of life insurance is largely a mat- 
ter of argument but by that it should not mean 
that an gent is to become a debater. The debit 
man has no time to debate questions and espe- 
cially those that are foreign to the subject 
of insurance. I believe that an agent should 
consider the company he is working for as the 
“best” company in the world and that they sell 
the very best line of policy contracts on the 
market but, at the same time, I would consider 
it very poor salesmanship for an agent to enter 
a home and say: “This is Mr. Agent. I am 
with ‘The Best Insurance Company’ and we 
have the very best line of policy contracts on 
the market. They simply can not be surpassed.” 
It would tend to antagonize the prospect and 
would put him on the defensive side of the 
argument when he should be on the other. It 
would probably recall to his mind that some 








other agent had made a similar statement and 
the result is that you would soon find yourself 
arguing about the company you represent when 
your mission is to sell insurance instead. Again 
he may not dispute the fact that yours is the 
best company in the world but it may put him 
into the sea of speculation and he may decide 
to postpone the proposition to a later date in 
order to investigate the relative standing of 
companies. This is especialty true of ordinary 
prospects but the principle would hold good 
just as well for your industrial prospects. In 
other words, here is what I mean: You have 
made an easy thing hard by starting an argu- 
ment. A review of the recurds of most suc- 
cessful life insurance men will show you that 
they are always agreeable and congenial alike 
with both the drayman or the banker. In other 
words, they are not antagonistic. As far as 
your social intercourse is concerned, vou 
should travel along the line of least resistance, 
unless of course, it should mean that you must 
surrender your integrity ana this no real man 
would ever for a moment consider. An agent 
must maintain his integrity by all means. Upon 
the integrity of the agent will largely depend 
their ability to persuade the uninformed away 
from their prejudice. Soldiers only should 
fight and lawyers get paid for their arguments. 
Therefore, do not argue or start argutaents 
with any one if you wish to make the most of 
the debit. 
MAKE FRIENDS 

By all means make all the good friends you 
can. The merchant, druggist, postmaster, 
school teachers, lawyers, farmers, mail car- 
riers, dentists, good class laborers and every 
other person of integrity should be friends of 
the agent on the debit. I have purposely left 
out one of the debit man’s very best friends, 
however, and that is the examining physician. 
There are many cases that can only be closed 
by and with the advice and counsel of the 
examining physician. Many cases have come 
to my attention within the last few years 
where additional insurance on the ordinary 
plan, where the medical examiner at the time 
of the examination insisted that the parties 
needed more insurance than they were apply- 
ing for. An agent or a district who has such 
a doctor for an examiner is certainly very 
fortunate indeed and where such is the case 
every effort should be made to give him the 
very best of co-operation. 


Don’t Lose TIME 

Another way that an examiner who likewise 
has a very large practice can help the debit 
man to save time is to keep him from losing 
time on people who are uninsurable. There are 
people in every community who are not in- 
surable because of their physical, moral or 
other condition who have repeatedly tried to 
secure insurance and have failed. The doctor 
can help avoid this. And whatever you do: 


Do not lose much time with the undesirable 
people from an insurance standpoint. You may 
find people who are good citizens and all that 
but who would be absolutely undesirable from 





the underwriter’s standpoint. Lose no time 
with them. There are too many others that 
are insurable. Give your time to prospects 
who are insurable and you will have a bigger 
pay envelope. 

In conclusion, I would advise that you take 
your own advice. It is a poor type of man 
who will ask a man to do something that he 
himself will not do. In other words, never ad- 
vise people to take insurance unless you carry 
it yourself if you can get it, and never advise 
a man to reinstate a policy when you have 
just lapsed yours. If you would be a suc- 
cessful debit man you must be willing to take 
your own medicine. Carry samples of the poli- 
cies on your own life and in that way you can 
give a more concrete example of why people 
should carry your insurance. 

What is good for the agent is good for the 
prospect. 


Analyze Yourself 


To succeed, you have to know and, as a rule, 
have to do a lot of talking; but you should talk 
directly to the point and with a view to inter- 
esting your prospect to the point where he 
will ask questions. Those who argue for delay 
or have objections are interested, and many a 
man will talk himself into insuring if the agent 
proves to be a good listener. 

An agent’s capital consists of three factors: 
brains, energy and reputation. Energy counts 
in the amount of time he puts into his work, 
the economy displayed in the use of that time 
and the effectiveness which knowledge gives to 
effort. 

Study the situation. Collect all important 
and material facts. Select the policy or poli- 
cies best adapted to the prospect’s needs and 
watch for a favorable opportunity to write the 
application. 

Every prospect has his peculiarities. His 
individuality should be as carefully considered 
as the individuality of the policy offered and 
the prospect’s need of a particular plan. 

Cultivate the acquaintance of all classes. It 
is easier to sell a man of means than one 
without, but all have need of life insurance. 

Start work in a new field by interviewing 
first the leading men there. Writing them will 
give you a big lift and will attract others over 
whom they have influence. 

Let your campaign for business be aggres- 
sive rather than defensive. An aggressive cam- 
paign carries with it the force of conviction. 

One good month does not establish a man 
as a first-class underwriter, but it indicates 
what he can do. It is the average that counts. 

If you are unsuccessful, you are either not 
working steadily, pursuing the wrong meth- 
ods or working among the wrong class of 
people. 

The Prudential agency equipment is equal 
to the best in the country, and if an agent can 
not sell Prudential insurance in substantial 
volume and make money, it is entirely his own 
fault. Are you working along the right lines? 
—Prudential Weekly Record. 
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PRUDENTIAL NOTES 


Number of Agents Win Gold Merit 
Button 








DINNER GIVEN TO ASSISTANTS 





Philadelphia Superintendent Honors Two, 


Best Producers and Agents Under 
Them 


Frederick L. Fair, superintendent of Phila. 
delphia district Number 1 of the Prudential 
Insurance Company, honored two of his 
assistants and their agents with a dinner at the 
Benjamin Franklin Hotel, Friday evening, 
June 19. The dinner was the result of a pro. 
posal made on May 8 when Agent J. West. 
hoff was given his twenty-five-year service 
badge at the Prudential offices. Superintend. 
ent Fair then offered to give a dinner to ‘the 
two assistannts and their agents who showed 
the largest amount of new business issued and 
revived per man during the week of May 1. 
The winners were: Messrs. B. McClain and 
L. J. Ewing, and the agents in their assist- 
ancies. 

Ivo C. Brieg, of the Dayton, Ohio, Dis- 
trict Number 1, has been selected to fill a 
vacancy in the assistancy ranks of the same 
district, the appointment dating from June 2y, 

Edward Antrim of the Hamilton, Ohio, dis- 
trict, recently received a gold merit button, 
testifying to the fact that he had passed the 
$250,000 mark for ordinary yroduction in 1925. 

Agent John A. Mosely of Akron has the 
honor of leading his district in industrial. Mr. 
Mosely has drawn special salary every week 
this year, and has had only two weekly de- 
creases since the first week of 10924. 

The Warren and Youngstown, Ohio, staffs 
already have secured their full yearly indus- 
trial allotments. 

Every member of Prudential Boston District 
Number 3 reported an ordinary application 
written during the week of June 15. 

Agents Eugene J. Hanifan of Malden, Mass, 
and James D. Sullivan of Salem have more 
than $5000 yearly industrial net increases, and 
*50,000 yearly ordinary net to their credit. 

Edward A. Stock, and agent of Boston Dis- 
trict Number 3, has completed 25 years of cor- 
tinuous service with the company, and friends 
wish him many more years of success, 

Among the Prudential field men who have 
lately won merit buttons for ordinary produc- 
tion are: G. J. Tobey, Watertown, N. Y.; F. 
Rogacki and W. Slobe, Buffalo District Num- 
ber 4; W. D. Washburn and W. C. Deuel, 
Binghamton, N. Y. 

The Prudential Old Guard has two new re- 
cruits in F. C. Sickels, Rochester District 
Number 2, and R. Raciti, Utica, who have been 
enrolled in Division A. H. M. Dains, assistant 
superintendent of Rochester District Number 
3, has received the insignia of Old Guard Divi 
sion B, 

Leonard L. Alkire, Denver District Number 
I, stands first among the leading producers of 
industrial in that fertile field for life insur- 
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ance men. James R. Oliver is a close second. 
In Denver District Number 2, the leader is 
Otto Vollmer, with Ernest G. Roebke only a 
little way behind. 

John D. Jamerson, a member of the Denver 
Number L staff, has been promoted, and 
assigned as assistant superintendent of Denver 
District Number 2. 

Advancement also has been won by Carlton 
F. Adams, an agent at Stockton, Cal. Mr. 
Adams has been appointed assistant superin- 
tendent in charge of the staff of which he 
formerly was a member. Stockton is included 
within the Sacramento district. 

Harry N. Hallowell, of Aldan, Pa., an agent 
for the Prudential Insurance Company of 
America, has been appointed assistant superin- 
tendent in Philadelphia District Number 1o, 
according to an announcement from the home 
office of the company in Newark, N. J. 

Mr. Hallowell has been a member of the 
Prudential forces in that district since 1922. 


Paavo Nurmi and Life Insurance 


The name which has appeared in print more 
often than any other since the first of the 
present year is that puzzling combination of 
vowels and consonants, Paavo Nurmi. This 
much advertised gentleman is a Finnish run- 
ner. You may not see the connection between 
foot-racing and life insurance at first, but lots 
of times we can learn a great deal from things 
that seem remotely related to our own business. 

Nurmi came into prominence first in the 
Olympic games last year. He met the pick 
of the world’s best in the 1500 meter event 
(about a mile) and won. The second man 
was 60 yards behind him at the finish, and 
fell in a heap at the line and was worked over 
for 20 minutes by several doctors before he 
revived. Meanwhile Nurmi, hardly slackening 
his pace as he crossed the tape, had snatched 
his sweater from an attendant and trotted 
easily off the field. Forty minutes later he 
started in the 5000 meter race, and again he 
was over the line and off the field under his 
own power before his nearest competitor 
finished. 

Last January he came to the United States 
to run as an amateur against the best in this 
country. It was not an invasion for profit, for 
by the amateur rules he is allowed only his 
bare expenses. He contested under severe 
handicaps, in a strange land, where food, water, 
and all the conditions were unfamiliar. He 
had never run indoors, never run on a wooden 
track, never run under artificial lights. One 
night he appeared in New York, the next in 
Chicago, and the third night he was back in 
New York—and he broke records on all three 

occasions. 

He is the fastest human that ever ran on two 
feet. It is estimated that the advertising he 
has given his native country Finland is worth 
$10,000,000, in good will and interest aroused 
in that country, its history, and its products. 

This somewhat sketchy and inadequate his- 
tory is enough to indicate that Mr. Nurmi is 
some boy. Now what further interest has a 
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Valuable Selling Pointers 


It will afford you mo- 
tive power and give you balance. Let earnest- 
ness characterize your work. Maintain an 
earnest interest in life insurance and everything 
pertaining to it. Join your local life under- 
writers’ association and take an earnest part in 
its proceedings. Make an earnest resolve to 
embrace every opportunity of increasing your 
efficiency as a life insurance agent. 

Confidence is essential to the end you have in 
You must believe in yourself and count 


Cultivate earnestness. 


view. 








life insurance agent in him, outside of his per- 
formance as a runner? Perhaps the methods 
he has used in making himself what he is 
might hold some interest for us. The first ex- 
planation of his success is that he is continu- 
ally thinking about his running. On the trip 
to Chicago referred to above, he got off the 
train at Pittsburgh and ran around on the 
streets. He customarily runs twenty to thirty 
miles a day in training. He figures out each 
track on paper before he runs, and works out 
his running schedule for the race. He is little 
interested in social affairs, amusements, or 
entertainments. Running is his business, and 
that’s what he devotes his time and his best 
efforts to. 

If a life insurance agent gave as much devo- 
tion to studying the insurance business as 
Nurmi does to running, then he would prob- 
ably be breaking records with much the same 
regularity. If he were to make the same seri- 
ous preparation for every canvass that Nurmi 
does prior to entering a race, he would stand 
an excellent chance of success. 

Now there is no new principle in all of this. 
Nurmi happens to serve as a fine illustration 
because he is just now an interesting figure 
and very prominent in the public eye. But a 
study of any successful man proves the same 
thing. Men in every kind of business have 
done well because they gave all their thoughts 
and all their time to their business. Artists, 
inventors, statesmen, storekeepers, policemen, 
mechanics, farmers—all get anead because they 
work hard at what they are doing. They 
sacrifice other things to their saain purpose in 
life. They forego trivial pleasures because 
these things are less important to them than 
success and prosperity. They study and work 
and stay on the job when they might perhaps 
prefer to be doing something else. 

Why should we in the life insurance business 
think we are different from al) other occupa- 
Why should we be discontented if we 
automatic 


tions? 
do not become successful by an 
mysterious process that requires little work and 
little inconvenience? It takes perseverance 
and preparation and keeping on the job in life 
insurance, the same as anywhere else. Foot 
racing isn’t so very different from our busi- 
ness, after all. How about you? Are you 
working hard at your job? Are you running 
your race the very best you know how? Are 
you a Nurmi of the life insurance business ?— 
The Peoria Bulletin. 
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If you 
have cofidence you will not lack perseverance. 
Without it your progress will be uncertain and 


on success as an ultimate certainty. 


by stumbling steps. You must be confident of 
yourself before you can influence others, and 
nothing will beget in you this feeling more 
surely than honesty of purpose, consciousness 
of ability and conviction of the worth of the 
thing you have to sell. 


AsovE ALL THINGS, BE THOROUGH 


Be thorough. Whatever is worth doing at 
all, is worth doing well—is, in fact, worth doing 
as well as you can possibly do it. Genius has 
been described as “the faculty of taking infi- 
nite pains.” The man who is faithful in the 
performance of details may safely be entrusted 
with the greater tasks. Precision in minutiz is 
the very essence of efficiency. The mathema- 
tician’s minor calculations must be correct; the 
logician’s premises must be sound; the me- 
chanic’s adjustments must be perfect; the ar- 
tist’s hair lines must be true; otherwise the 
final result will not represent efficiency. And 
so, the salesman who is painstaking and con- 
scientious in the least of his processes is he 
whose efforts are most effective in promoting 
his own interests and whose services are most 
satisfactory to his employer and to his patrons. 

Efficiency is the faculty of doing things 
rightly and effectively. It follows, then, that in 
order to exercise this faculty we must be, our- 
selves, fit and equal to the demands of our task. 

The mechanic who would neglect to keep his 
drill or his lathe in good order could not pro- 
duce high-grade work. The machine which 
the salesman employs is composed of his body 
and his brain. He must develop these to their 
utmost capacity and maintain them in a con- 
stant condition of fitness, if he would be effi- 
cient. 

This desideratum depends upon fixed habits 
of living, founded on correct principles. These 
habits must embrace such matters as exercise, 
food, sleep and mental occupation. No man 
may hope to be efficient unless-he has a healthy 
mind in a sound body. These form the bases 
of attractive and forceful personality. 

This is an age of keen competition and ex- 
pert service. The salesman who would make a 
marked success must be master of his business. 
In order to break through the ruck and gain a 
position in the van, a man needs to be a special- 
ist. These requirements demand that a sales- 
man stick to one particular line of business— 
better still, to the service of one concern. He 
must devote himself whole-heartedly to learn- 
ing all that he can about his line, and he may 
never cease in this process of self-education 
if he wishes to keep pace with the procession. 
The ranks are filled by mediocre salesmen be- 
cause the majority abate their efforts at im- 
prove as soon as they have attained a moderate 
degree of efficiency. Most of these men are 
not barred from higher stages of skill by lack 
of ability, but by lack of persistency. 

Make efficiency your lode-star! 
constantly! Strive for it tirelessly! 


Aim at it 
Every 
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SERVICE 


A series of 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By WILLIAM T. NASH 
Originator of Monthly Income Insurance 


Much valuable advice and instructive matter for agents, including the 
veteran and the beginner, can be found in the publications issued by The 
Spectator Company of which William T. Nash is the author. 


FOR INSTRUCTION OF THE AGENT 


MULTIPLYING YOUR INCOME, price $2.00 


This is one of tne best books ever put out for the instruction of agents. 
Every beginner should master it and even the veteran will find new inspira 
tion. In flexible binding. 


THE MONTHLY INCOME POLICY, price 50c. 

As the originator of monthly income insurance, Mr. Nash is especially well 
qualified to instruct the field workers on this subject. Large numbers cf 
— aes been placed through the hints contained in this book. Bouni 
in 

A GREAT FUTURE, price 25c. 

A pamphlet showing forcibly the unlimited opportunities for advance- 

ment of the solicitor in the selling of life insurance. 


METHODS THAT WIN SUCCESS, price 15c. 


Three short stories bearing on methods adopted by successsful agents are 
brought together under the above title. The names of these stories are 
“Eggs and Life Insurance,” “Blue Chips” and “The Man Next Door.” 
Each story carries a lesson. 


THE STORY OF ED. REDLICH, price 15c. 
A true story of the ~ per ge in Life Insurance for the average man 
told in simple but forceful style. 
CHARLIE FERRELL’S DEAD BOOK, price 10c. 
Describes the effective way in which Mr. Ferrell uses uncompleted appli- 
cations to get prompt action on the part of prospects. 


FOR THE PROSPECT AND POLICYHOLDER 
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ONE SELF-SUPPORTING WOMAN AND HER LIFE INSURANCE .15 
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Sample copies of all the Nash leaflets, varying between 10 and 25 cents 
each, amount to $4.50. The price of the two booklets Multiplying Your 
Income and The Monthly Income Policy is $2.00. Send $6.00 and we will 
mail you sample copies of all 39 of the Nash publications with the leaflets 
conveniently packed in a carrying case convenient for reference. Send 
for circulars giving prices in quantities. We will also mail you on applica- 
tion a 32 page descriptive pamphlet entitled The Business Builder’s Service. 
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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 























Wilmer L. Moore, President 


LOUISIANA — KENTUCKY — TEXAS — TENNESSEE 


WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 


The Southern States Life Insurance Company 


Atlanta, Ga. 











Jul. 


step 
succé 


A 
said 
that 
must 
work 
in th 
tence 
decla 
labor 
purp 
spira 

TI 
track 
devié 
whic 
towa 
impu 
mass 

Th 
creat 
of t 
chan 
mere 
a-day 

To 
is fa 
and « 
erate 
the ¢ 
euide 
of st 
the v 


Yo 
the b 
Yo 
prod 
Do y 
futur 
Do 
your 
and | 
but n 
Or 
the r: 
ble de 
itable 
inten 
idea 
salest 
Ar 
a yee 
man! 
live i 
What 
social 
Fo: 
Cryst 
ously 
const: 
step. 
Ar 
to in 
will | 
pense 
incre 








lursday 


I 


ay 
ve 


mle 


ue 


tO 
al 











July 16, 1925 


THE SPECTATOR 





INDUSTRIAL INSURANCE SECTION 


step you take toward it will bring you nearer to 
success as a salesman. 


A Bishop of Exeter—I forgot which one— 
said something to this effect: “Of all work 
that produces results worth while, nine-tenths 
must be drudgery. The secret of the true 
workman’s success consists in dauntlessness in 
in the face of commonplace labor, and persis- 
tence in the pursuit of purpose.” Baudeclaire 
declared that “inspiration is the sister of daily 
labor.” He might have added, with truth, that 
purpose is the parent of inspiration. And in- 
spiration is the instinct of success. 

The purposeful mind has a clearly conceived 
track for advance from which it will allow no 
deviation. Purpose is the rallying point around 
which it assembles all its faculties, then marches 
toward its goal with direct motion under the 
impulse of determination and with the force of 
massed resources. 

The man without an aim in life is a sorry 
creature, of little more account in the economy 
of things than the mollusk, the plaything of 
chance, the tool of stronger personalities, a 
mere pawn upon the chess-board of the work- 
a-day world. 

To revert to our metaphor of a ship: Its hull 
is fashioned from the stout planks of courage 
and confidence. Ambition is the fuel that gen- 
erates the steam of inspiration and this supplies 
the energy to the machinery which drives it, 
guided by the compass of purpose, to the port 
of success. And the captain of our craft is 
the will. 


AMBITION 

You may be working hard, but are vou doing 
the best of which you are capable? 

You are moved by a desire to increase your 
production, but have you any higher motive? 
Do you entertain any definite ambition for the 
future? 

Dou you wish to become a general agent of 
your company? If so, make it a definite aim, 
and strive for its attainment. There is none 
but may succeed if he will. 

Or, perhaps you have decided to remain in 
the ranks of field men, and that is a very sensi- 
ble decision, because you can find no more prof- 
itable and independent position. But if you 
intend to remain a salesman, form some defnite 
idea as to the kind and degree of successful 
salesman you propose to be. 

Are you going to be a five thousand dollar 
a year or a ten thousand dollar a year sales- 
man? What sort of house are you going to 
live in? What kind of machine will you drive? 
What will you do for your family? What 
social position will you occupy? 

Form definite ideas about these matters. 
Crystallize them into a definite plan, and seri- 
ously aim to carry it out. 
constantly in mind. 
step, 


Keep your goal 
Move toward it step by 


Are you earning a surplus? No? Then strive 
to increase your busines to a point where it 
will yield more than you need for living ex- 
Penses. Save the excess and aim at a further 
increase until it enables you to buy a home. Go 


forward again from that point, always remem- 
bering our ultimate object. 


Maintain a cheerful discontent. Strive for 
that you are making an honest effort in your 
work? Have you any definite goal or ambi- 
tion which you are pursuing with persistent de- 
termination? Or is your daily labor no more 
than an endeavor to gain a few dollars? If 
so, you are stirred by no very high motive. 

Surely, you and your calling are worthy of 
a nobler incentive than this. It were a sad pity 
to allow your inherent faculties to become 
atrophied through disuse, and your powers to 
waste untested. Is there any man in your pro- 
fession whose position appears enviable to you? 
(Don’t hesitate to cast your thoughts upon the 
highest.) His place and his achievement are 
within the scope of possibility. Nay, more— 
they are positively attainable by you. And this 
though you be at present the poorest producer 
and the rawest beginner in the agency. Nor 
would the transition seem so extraordinary but 
that we are contemplating it in one encom- 
passing view, instead of as a graduation of 
steps. 

I will suggest a comparatively light task on 
which to test your powers—a task easily 
bounded by possibility. 

If you are a beginner, start from to-day with 
the determined purpose of writing $100,000 or 
more within the next twelve months. In case 
you are an experienced agent, set your mark 
at not less than 50 per cent increase over your 
last year’s business. 

Make this a resolution. Keep it before you 
constantly—daily—hourly—and support it with 
good, honest work. Bear in mind that desire 
is the incompetent man’s substitute for will. A 
determination made and carried out creates in- 


creased strength for greater effort. Step by 
step, development and evolution keep pace. 


A few years hence you may discern in the re- 
solve of to-day the first stride in a career of 
great success. 

[The above was extracted from the book, 
“Practical Pointers,” by Forbes Lindsay, 
published by The Spectator Company,. It 


is an excellent manual for industrial insur- 
ance agents. | 


Insurance. on Women 


The Prudential Insurance 
America, which was one of the first companies 
to liberalize its rates to women, reports that 
almost 20 per cent of its ordinary business up 
to the amount of $10,000 is being done among 
Approximately half of it is written 


Company of 


women. 
in the endowment form. 

The business woman is insurable up to her 
economic value and the amount of insurance 
she can take upon her life, in whatever form 
he pleases, is limited only by her earning 
capacity. This fact apparently is influencing 
women to take endowments which will mature 
at an age when their earning capacity is likely 
to diminish. They feel that should they marry 
the money will still come in handy for some 
other purpose. 
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METROPOLITAN ITEMS 





Southern Territory Has Two New 
District Offices 


MANY TRANFERS RESULT 


Qak Park Leads in Ordinary, Milburn in 
Industrial—Samuel Ballin Is Leading 
Agent 

In the Southern territory of the Metropolitan 
Life Insurance Company many changes have 
taken place among the managers during the 
past four or five weeks. Winston-Salem, N. 
C., and St. Augustine, Fla., both detached 
assistancy points, have been made district 
offices. M. O. Lea, assistant manager in 
Savannah, Ga., was promoted to be manager 
of St. Augstine, Fla., and Joseph H. Bland, 
assistant manager in the Greensboro, N. C,, 
district, was made manager of the Winston- 
Salem district. Besides these two promotions 
there were several others. Henry B. Ellis, 
assistant manager in Gaston, N. C., is now 
manager of the Meridian, Miss., district, suc- 
ceeding C. C. Sellers, resigned; Carl W. Har- 
vell, assistant manager in Hagerstown, Md., 
is manager of Havre de Grace, Md., succeed- 
ing J. Frank Marshall, resigned; Walter L. 
Pierce, assistant manager in Staunton, Va., is 
manager of Cumberland, Md., succeeding 
Edward F. Reich, resigned; Henry C. Park, 
assistant manager in the Greensboro, N. Ca 
district, now manager of the Spartanburg, S. 
C., district, succeeding jamres H. Guire, re- 
signed, and John J. McConneghey, assistant 
manager in New Orleans, La., is now manager 
of the Anniston, Ala., district, succeeding J. 
M. Thornton, resigned. 

In the same territory the following managers 
were transferred: Christian G. Triesler from 
Hagerstown, Md., to Lynchburg, Va.; Edwin 
W. Bartol from Newport News, Va., to 
Hagerstown, Md., to succeed Mr. Triesler; C. 
C. Ashworth from Athens, Ga., to Jackson- 
ville, Fla., and C. C. Franklin from Jackson- 
ville, Fla, to Athens, Ga.; Guy M. Rucker 
from Irvington, N. J., to Roanoke, Va., to suc- 
ceed G. W. Burney, resigned. 

In the Metropolitan territory a new district 
was created to be known as Burnside, N. Y. 
C. This was made by the transfer of certain 
districts from Tremont and Fordham. Samuel 
Talisman, an assistant manager in the Bush- 
wick, N. Y., district, was promoted to be man- 
ager of the new district. 

The ten leading districts in the country at 
large in average paid-for ordinary business, per 
per man, for the year to and includ- 
ing the week of June 15, were: Oak Park, 
lll., Gabriel Dunkleman, manager; Miami, 
Fla., S. W. Durrance, manager; Joliet, Ill., B. 
D. Morton, manager; Ridgewood, N. Y., David 
Rudberg, manager; Stuyvesant Heights, N. 
Y., H. C. Stieglitz, manager; Tampa, Fla., 
J. R. LaNasa, manager; Scranton, Pa., Joseph 
Gross, manager; Fulton, N. Y., John Bedrick, 
manager; Quebec, Can., Mederic Monast, 
manager; Knickerbocker, N. Y., Isidor Siegel, 
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We make investments in the 
territory we serve — 
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A Quartette of Useful Works 


THE SELECTION AND TRAINING 
OF SALESMEN 
By H. G. KENAGY AND C. S. Yoakum 
Describes scientific methods in developing the sales organ- 
ization. Contains references to life insurance, including data 
about conducting conventions, etc. Price, $3.50 


LIFE INSURANCE 
By JosErpH A. MACLEAN 
A practical and non-technical explanation of the principles 
and practice of the life insurance business in all its phases, to 
meet the needs of executives and employees of life insurance 
companies, as well as students. Includes ample illustrative 
tables, forms and charts. Price, $3.50 


WORKMEN’S COMPENSATION INSURANCE 
INCLUDING EMPLOYERS’ LIABILITY INSURANCE 
By G. F. MICHELBACHER AND THoMAS M. NIAL 


Describes the necessity for and growth of these types of 
insurance, and the methods followed in the conduct of the 
business, with numerous enlightening appendices. Price, $4.00 


MARINE INSURANCE 
ITS PRINCIPLES AND PRACTICES 
By WILLIAM D. WINTER 


This excellent text and reference work is a revision of a 
series of lectures at New York University. Serviceable alike 
to students and those engaged in the business. Is very com- 
prehensive and written in non-technical language. Price, $4.00 


THE SPECTATOR COMPANY 
Selling Agents 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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manager. These are the ten leading districts. 

In paid-for ordinary business for the year 
to and including the week of June 15, in the 
country at large, the following agents and 
agencies were the ten leaders: W. J. Doherty, 
agent unattached; Oak Park, Ill.; D. S. 
Nectow, agent, South Boston, Mass.; Isadore 
Spector, agent, New Haven, Conn.; J. F. 
Carrol, agent, Wakefield, Mass.; Joseph Mos- 
kowitz, agent, Mount Royal, Md.; Julius 
Schermer, agent, New Castle, Pa.; John Dell 
Acqua, agent unattached, University, Calif.; 
J. W. Reilly, agent, Riverside, Calif.; A. J. 
Dubuc, agent unattached, Woonsocket, R. I.; 
L. J. Todfeld, agent, Bridgeport, Conn. 

In the industrial department, in average in- 
crease for the year to and including the week 
of June 29, in the country at large the fol- 
lowing ten districts led the country: Milburn, 
N. Y., Philip Gilber, manager; Staniland, N. 
y, M. E. Thompson, manager; Lake Shore, 
Can., Philip Hochstadt, manager; Port Mor- 
ris, N. Y., Jacob Varon, manager; Mount 
Royal, Can., L. S. Bruenn, manager; Scranton, 
Pa., Joseph Gross, manager; Papineau, Can., 
J. G. Gauthier, manager; Clinton, Mass., J. 
E. O'Connor, manager; Gordon Park, Ohio, 
M. J. Reigert, manager; Nyack, N. Y., L. J. 
Zettler, manager. 

The ten leading agents and agents unattached 
in the country at large in amount of indus- 
trial gross increase for the year to and includ- 
ing the week of June 29 were: Samuel Ballin, 
agent, Newark, N. J.; John (Conte, agent, 
Stamford, Conn.; Albert Glassman, agent, 
Newark, N. J.; F. H. Potvin, agent, Man- 
chester, N. H.; Charles Silver, agent, Alle- 
gheny, Pa.; E. L. Bessman, agent, Gratiot, 
Mich.; J. E. Guimont, agent unattached, Ber- 
lin, N. H.; Hector Helie, agent, Clinton, 
Mass.; W. G. Hamm, agent, Schenectady, N. 
Y.; Louis Goldman, agent, Gordon Park, Ohio. 
NOVEL ARGUMENTS FOR INSURANCE 
Odd Questions Developed by Settlement of 

Estates 


In connection with the settlement of a $500,- 
000 estate in New York, a question has arisen 
which the court regards as novel and impor- 
tant. Insurance of $150,000 on the life of the 
president of a business concern became pay- 
able to the firm upon the death of the presi- 
dent. 

This amount was taxed by the State as a 
part of the estate. The attorney for the estate 
asked that the tax be se aside, although admit- 
ting that the State could tax the surrender 
value of the policy. He took the position that 
the policy was not a part of the estate, as the 
deceased had no. disposing power over the in- 
surance, 

The attorney for the tax board held that 
the policy was a part of the estate, and made 
@ point of the fact that the insurance carried 
by the president of the concern has increased 
the value of its stock by $75, and stated that 
the president’s own holdings had increased in 
value to the amount of $90,000, by virtue of 
the insurance carried to protect the firm. 
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Making Business Cards Better Business 


Builders 


By Frank H. WIttrAMs 


If— 
The persons to whom the life insurance 
salesman handed his cards would preserve 


these cards and feel mighty glad to have them 
and refer to them frequently, 

Then— 

This would make the agent’s business cards 
much more effective as builders of business 
for him, wouldn’t it? 

But how can the agent make his business 
cards seem so valuable to the persons to whom 
he gives them that these persons will want to 
keep them and refer to them frequently? 

The best way of doing this is by printing 











While this is regarded as a novel considera- 
tion in connection with the application of the 
State tax in the settlement of estates, business 
men have long realized that adequate insur- 
ance on the lives of the “key men,” in a cor- 
poration or firm for the benefit of the organ- 
ization, increases its credit and promotes its 
interests in the investment market. Individuals 
who put thought into their investment activi- 
ties have more confidence in the stock or bonds 
of a concern which is indemnified against 
possible disaster in the event of the removal 
by death of the men responsible for the suc- 
cess of the business. 

This undoubtedly is one reason why we hear 
so much of insurance of this character just 
now, and why there is so much publicity con- 
nected with it. If the public knows that the 
“key men” are insured and that there will be 
money to carry on with in the event of their 
death, confidence in continued earning power 
is undisturbed. 

For the insurance man alert for convinc- 
ing talking points, there is no more fruitful 
source than the items in the daily press in con- 
nection with the settlement of estates, large or 
small. If there is no insurance, the lesson 
is so obvious that the agent can hanrdly fail 
to draw from it convincing food for thought 
to present to a prospect. 

If there is insurance, the possibilities are 
even greater. With the settling of every 
estate new complexities arise. In the process 
of applying State and Federal taxes, especially 
where business insurance ts involved, unex- 
pected contingencies, business needs, conflict- 
ing interest, etc., raise important questions 
which can be decided only by process of law. 

Every such process develops a body of in- 
formation that is helpful in the long run, irri- 
tating and impeding as it is at the time to 
those most closely concerned. But whatever 
the results to the individual beneficiary or the 
business concerned, insurance as an_ institu- 
tion looms up as a “great rock in a weary 
land,” unchanged and unaffected except in the 
gathering to itself increased respect of old 
friends and the winning of new ones.—John 
Hancock Signature. 
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give such information as this: 


material on the backs of the cards which will 
be the sort that people are always wanting 
to know about but which they can’t remember. 

For instance, consider the possibilities in 
printing life expectancy statistics on the backs 
of the agent’s business cards. 

It would be an easy enough matter for the 
life insurance salesman to have a life expect- 
ancy table printed on the backs of his business 
cards and then when he called on a prospect 
and presented one of the cards to the prospect, 
the agent could say something like this: 

“Do you know what your life expectancy is, 
judging by statistics compiled from thousands 
of lives? You are now thirty-two years old and 
if you will look on the back of this business 
card I’m giving you, you will find a table 
there which tells how long a man of any age 
may expect to live. Since you are thirty-two 
years old look at that age on the card and 
opposite this age you will see the number of 
years you can confidently expect to still live. 
Interesting, isn’t it? Keep this card and use 
it when talking to your friends and relatives. 
They will find this just as interesting as it is 
to you.” 

How would the recipients of the cards re- 
spond to this suggestion? 

In at least nine cases out of ten the pros- 
pects would manifest much interest and thank 
the agent for giving them the cards and then 
they would put the cards in their pockets for 
safekeeping. 

And, of course, every time that the recipients 
of the cards took the cards out and looked at 
them, their attention would be directed to the 
agent with the result that the cards would act 
as constant boosters for the agent’s business. 

Undoubtedly this little stunt would be found 
helpful by all those insurance salesmen who 
tried it. 

In addition to putting a life expectancy table 
on the backs of the business ‘cards, the agents 
might use other information which would be 
equally interesting and valuable to the recip- 
ients of the cards. 

For instance, condensed facts about the city 
in which the agent is located would be of great 
interest to many of the people to whom the 
cards were handed and such folks would be 
interested in preserving the cards and in using 
the cards for the purpose of giving informa- 
tion about the city to such friends and rela- 
tives as they were talking to. 

The condensed facts about the city might 
Total miles of 
paved streets, total miles of sidewalks, number 
of banks and total resources of the banks, 
present population and former population 
statistics, average death ages of 100 or 200 men 
and women of the city, number of water and 
electric meters, number of telephone subscrib- 
ers, names of city officials, date when city was 
founded and conditions under which it was 
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founded, as well as many other needed details. 

Not only would such cards be of interest to 
most of the people to whom they were pre- 
sented but also the recipients of the cards 
would feel that the agent, in getting up such 
cards, was doing his bit toward making the city 
grow and prosper and it would be a mighty 
good thing for the agent to have numerous 
people think that he was a good civic booster. 

Another very interesting thing that the agent 
might do with his business cards in making 
the recipients of the cards preserve them longer 
and refer to them more frequently, is the stunt 
of printing miniature radio fogs on the backs 
of the cards. 

Now-a-days this thing of keeping logs of 
the stations heard over the radio is quite a 
craze but most of the logs furnished free by 
radio dealers and other merchants for the use 
of radio owners are on such big sheets of 
paper that they are too cumbersome for easy 
use. 

Consequently, if the agent printed small 
sized logs on the backs of his business cards 
this would make a big hit with most of the 
radio fans to whom the cards were presented 
because the logs wouldn’t be so cumbersome 
and because it would be easy for the radio 
owners to carry the cards with them in their 
pockets and take them cut and refer to them 
whenever they wanted to do so. 

In handing out the business cards which had 
miniature logs on the backs, the agent might 
say something like this: 


“You have a radio, haven’t you? Since you 
have a radio you'll be interested in keeping 
this business card of mine and in using it be- 
cause you'll find a small sized log on the back 
of the card. You can enter up your stations 
on this card without trouble and you can then 
easily carry the card with you and show it to 
your friends and relatives when you are talk- 
ing about radio to them.” 


Usinc Business Carbs 

Or if the recipient of the card didn’t have 
a radio, then the agent could suggest that the 
recipient of the card present the card to some 
friend or relative who did have a radio. 

In either case the result would be to inake 
the recipient of the card preserve it and get 
some use of it either himself or in handing it 
to someone else. 

If the agent did print up logs on the backs 
of his business cards in this way, it would be 
a good idea for the agent to use some news- 
paper advertising for the purpose of telling the 
world that he had these cards and for the addi- 
tional purpose of inviting everyone who was 
interested in the miniature logs to come to his 
office and get as many of the cards as desired 
free of charge. 

This would be good advertising for the agent 
because it would be different from the usual 
run of life insurance advertising, which would 
make it get that much more attention from 
people. Also it would be good advertising 


for the agent because it would bring more thay 
the usual number of people to his office. 
Again the agent might print on the backs oj 


his business cards a briefly summarized tim, | 


table showing departure times for local steam 
and interurban roads as well as bus lines. With 
this there might be some information telling 
when the local street car lines or bus ling; 
start running and giving the time of service 
during the day, such as “service every twenty 
minutes” or whatever the time might be. 

People are constantly wanting to know 
train times and bus times and so many of the 
recipients of the agent’s cards on which these 
time tables were printed would preserve the 
cards and, perhaps, put them up in their homes 
or offices where they could be easily referred 
to. 

The printing of automobile distances from 
the city in which the agent is located would 
be a splendid idea because there are always 
many people who are interested in such dis. 
tances. 

he agent might do one of these things 
with the backs of his cards or he might do all 
of these things, one at a time, and more, too, 
If wouldn’t cost very much for the agent to 
do this and the results he would secure in mak. 
ing the cards better business builders and in 
making the local public feel that he is a live 
wire proposition, would make it very worth 
while indeed for him to go to the additional 
trouble and expense involved in making such 
use of his business cards. 











THE GLOBE MUTUAL LIFE 


INSURANCE COMPANY 
OF CHICAGO, ILLINOIS 


HARPER’S 


LIFE INSURANCE LIBRARY 





Life Underwriting 
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A. Woods Co., General Agents, Equitable Life Assur. Society; Ex-Presi- 
dent National Association of Life Underwriters. $2.35. 4 


Analyzing Life Situations for Insurance Needs—By Griffin M. Love- 
lace, Director, Life Insurance Training Course, New. York University. 
Price, $2.40 Delivered. a 

— are = ‘a 

The Psychology of Selling Life Insurance—By Dr. E. K. Strong, Jr., 


School of Life Insurance Salesmanship, Carnegie Institute of Technology. 
Price, $4.25 Delivered. 


Selling Life Insurance—By Dr. John A. Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 


as a Career—By Edward A. Woods, President Edward 


PROGRESS OF THE GLOBE 


Insurance Salesmanship. Price, $3.75 Delivered. 


RESULTS FOR 1924 OVER LAST FIVE YEARS 


AVERAGE GAIN OVER LAST FIVE 


To which have been added 


It is the last word in 


SER VICE 








GAIN IN INTEREST INCOME.......... 382 PER CENT 
oo ea sy. re siaesoneee 319 PER CENT 
GG re 95 PER CENT 
GAIN IN INSURANCE IN FORCE....... 85 PER CENT 


ARES ERS ana aD Gn nSrn. 220 PER CENT 


The above figures are the results of the highest grade oj 
service to policyholders and representatives. ‘The latest is 


CLAIMS PAID BY TELEGRAPH 


CLAIMS ADJUSTED BY RADIO 











poate 
Meeting’ Objections—By Dr. John A. Stevenson. Price, $1.60 Delivered 


The House of Protection—By Griffin M. Lovelace. Price, $1.60 De- 
livered. 


Life Insurance Underwriting—A standard course embracing nine book- 
lets, comprising reading assignments for United Y. M. C. A. Schools. 
Price, $1.00. 

IN PREPARATION 

Principles of Life Insurance—By Griffin M. Lovelace. 


Inheritance Tax—By Franklin W. Ganse. 





SEND FOR = 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’’—ZJnsurance. 

PRICE $3.00 
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Civilization Follows The Flag 


But 


The Flag Follows The Missionary 


In the same degree that 
the missionary preaches 
righteousness (right living) 


The 
Life Insurance Agent Is 
also a Missionary Preaching 
Salvation from Ignorance 
and Shortsightedness. 








The 


‘Righteousness Exalteth a Nation’’ 


Likewise 


Life Insurance Enriches a Nation 


The 
INTER- SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky. 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 
basis of Stewardship (Service). 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 


—Is A Good Company— 


Clean—Strong—Progressive 


If you are a clean, strong, progressive agent we may have a place for you. 
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“Kliminate waste to 
assure abundance” 


—COOLIDGE 


N President Coolidge’s inaugural address, every 

life insurance man must have recognized in his 
appeal for economy and conservation, the very 
sentiments underlying the whole structure of Life 
Insurance. 
Life Insurance provides the best method for the 
carrying out of his plea for thrift. 
The Northwestern National Life is a strong 
mutual legal reserve company supplying a wide 
range of insurance service to meet every demand. 
Opportunities for direct agency contracts are open 
in Southern Indiana, Southern Illinois, Missouri, 
Kansas, Arkansas, Utah, Pennsylvania, Eastern 
Tennessee, Louisiana and Virginia. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


MINNEAPOLIS 
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To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALF” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enable them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


McManus & Kennedy, Hartford, say: 


‘We have read it carefully, and we think it a very com- 
plete pamphlet, not only for individual assureds, but 
also for sub-agents and brokers.’’ 


$1.00 per copy. 1000 copies—$490.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE Publishers 135 WILLIAM STREET 
Insurance Exchange W YO 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsyloania and Maryland 








‘‘THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known lifeinsurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 
STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 
Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00. 
THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York 





——s 





ra HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


Henry G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 
President Viee-Pres. and Managing Under. 
Secretary Fire Dept. 














THE MORAL HAZARD 
By William Vlachos 
The most menacing factor in fire insurance is bad 
moral hazard. It has been well said that 


‘‘The rate is based on the physical hazard; the 
moral hazard is insured without remuneration” 
In an absorbingly interesting booklet entitled ‘“The 
Moral Hazard,” William Vlachos, an insurance in- 
spector of long and varied experience, describes some 
of his most instructive inspections, each one of which 
illustrates pointedly a phase of moral hazard. 


ANY ONE OF THESE STORIES MAY SAVE A LOSS. 


Special Agents, Inspectors, Adjusters, Underwriters and 
local Agents can read this book with 
PROFIT TO THEIR COMPANIES 


PRICE: In lots of 100 or more, $40 per 100. 


THE SPECTATOR COMPANY 
CHICAGO Selling Agents NEW YORK 
























Pan-American Service Includes 


Educational Course 
Individual Sales Planning 
Aid in Organization and Business Building 


Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 














MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over quarter of a billion in- 
surance in force. Faithfully serving insurers 
since 1878. 


Fidelity Mutual Life 


INSURANCE COMPANY, PHILA. 
WALTER Le MAR TALBOT, President 


A Few Agency Openings for the Right Wen 
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ROSSIA INSURANCE COMPANY 
OF AMERICA 
THE FIRE REASSURANCE COMPANY 
OF NEW YORK 
A AMERICAN FIRE INSURANCE CORPORATION 
OF NEW YORK 
LN, 
: UNION RESERVE INSURANCE COMPANY 
eal OF NEW YORK 
~—e REINSURANCE 
» HARTFORD CONN. 
ad 
he 
n’”? 
‘he 
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me - . - 
ich | 
Ss, HOLE IN ONE || SPRINGFIELD LIFE 
" Par is two calls for the agent in INSURANCE COMPANY 
closing the average case. 
~~ : A Mutual Legal Reserve Life Insurance Company ope- 
Our circularizing plan is a rating under the Life Insurance Laws of Illinois. 
definite help - — nat . 
I Nati i ents sis 
RK pe hg of Ay Safety aac Service ees Stability 
sas months with 4 business score better than par. | ALL STANDARD LIFE INSURANCE POLICIES 
— It raises theif percentage of sales on the first | || WRITTEN, WITH PROVISION FOR TOTAL AND PER- 
call. MANENT DISABILITY, PREMIUM WAIVER AND 
: DOUBLE INDEMNITY FEATURE POLICIES INCLUDE 
Our personal letters, illustrated by colored | | | CHILD’S EDUCATIONAL ENDOWMENT AND CHILD’S 
4 reproductions from ot penton, Ret guste 20 -YEAR ENDOWMENT. 
2 ee et te Business In Force . . $80,000,000 
id off many of the common objections which delay Surplus Fund. .. . . $650,000 
the sale. They allow the agent to get right 
down to brass tacks with the prospect on his Agents Wanted 
t- first call. Some excellent territory now open to parties able to qualify 
e- as General Agents, in the States of Ohio, Illinois, lowa, Indi- 
n- é === SS ana, Michigan, Missouri and Minnesota. First come first 
served. Exceptionally liberal and attractive contracts offered 
rs aggressive workers and successful producers. 
Get into touch promptly with 
The Lincoln National Life Insurance Co 
e ~ 
“Its Name Indicates Its Character’’ | S P R I N G F I E L D L I F E. 
Lincoln Life Building FORT WAYNE, INDIANA | ] N S U RAN CE C O M PA N 7 
Now More Than $370,000,000 In Force | SPRINGFIELD, ILLINOIS 
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ONE IDEAL GENERAL AGENTS and : 


DISTRICT AGENTS 





With the Mutual Benefit suc- APPLY 
cessive se aasinnaniaa have COMMONWEALTH LIFE INSURANCE (C0. 
adhered to the principle of mu- LOUISVILLE. KY 
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tuality, being dominated by one 
ideal—that conveyed by the 
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THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 








FOR GOOD MEN 


CBRoobbins, Pres. CB. Svaboda, Secy 
































Newark New Jersey ‘|[[HOME OFFICE : CEDAR RAPIDS, IOWA 
ennieien a THE ss 

YOUR CHANCE Boston Mutual Life Insurance| g 

To become Supervisor in Connecticut for a |. Company 


young life insurance company; one of the | 77 Kilby Street “7%, Company of the ~~ BOSTON, MASS. 


1 ; = Minute Man’”’ 
Ww nality and hard work will 
kind here a al ty d H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
receive a visible reward. ROBERT KING, Supt. of Agencies 


A corporation organized and operating under the Insurance laws of 

















































































Address P. L. care of THE SPECTATOR, Box 1117, Massachusetts. All desirable forms of up-to-date contracts issued, i 
N Y we City CORRESPONDENCE SOLICITED : 
ew ‘ o | Boston Mutual Contracts in their wording are perfectly simple and their with 
benefits SIMPLY PERFECT. insu 
+_—— arene ease EE oo Full Home Office co-operation enables our agents to ii 
—men who are con- succeed. to a 
genial— : OHIO Desirable territory open to men of ability. othe 
— ecaaceat INDIANA | ASSETS OVER SEVEN MILLIONS 
ee aes. al KENTUCKY INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS equ 
fid c— | e ° 
yor hag ‘/— | The Capitol Life Insurance Company set c 
ting — | CLARENCE J. ; i " 
anee - soins L7 PENNSYLVANIA | NCE J. DALY, President DENVER, COLORADO 
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ae we are anxious to accomplish CALIFORNIA PUBLICATIONS OF C. & E. LAYTON T 
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TE OHIO STATE LIFE INSURANCE COMPANY first letter Time Senp Ten Cent Stamp ror CataLooon. and 
Columbus, Ohio is Money. THE SPECTATOR COMPANY ' 
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ee : THE CHILD'S 20-PAY LIFE OPTIONAL ENDOWMENT — 
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— ee | GREAT REPUBLIC LIFE INSURANCE COMPANY ye 
i orga — (|| : 
POLICIES | Attractive and Novel Features | AGENCY Protects both the child and its parents and includes waiver of also, 
a Cenk STAFF ONLY premium in event of permanent total disability of the father, h 
; : ‘ : who is the beneficiary. Agents are enthusiastic over its won- wae 
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